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Chicago Show Opens With ao. Bele Attendance 
Sunday Exhibit, Started Last Year, Is Repeated 


60 CUSTOM CARS 
SHOWN AS SALON 


OPENS AT DRAKE. 


Chicago Buyers in High 
Priced Field Get First 
Glmpse of 1932 Types 


Chicago, Ill., Jan. 30.— 
Eleven producers of de luxe 
coach work and as many mo- 


tor car manufacturers, ex- 
hibiting a total of nearly 
threescore models, gave Chi- 


cago buyers of high priced 
automobiles their first 
glimpse of custom products 
this year as the annual salon 
threw open its doors at the 
Drake Hotel. 


It seemed like olden times to 


(Continued on Page 17) 


“AGGRESSIVE CAMPAIGN 
PLANNED BY FRANKLIN 


Chicago, Jan. 30.—President H. 
H. Franklin’s annual luncheon to 
Middle West dealers and salesmen 
Monday at the Blackstone Hotel will 
be a high spot of show week activ- 
ities for the company he heads. | 
About 200 from this district are 
expected to attend. | 

The affair will be presided over | 
by John E. Williams, vice-president | 
in charge of sales. Other speakers | 
on the program will include H. H. 





(Continued on Page 18) 


NEW FORD EXPECTED 
IN CANADA IN MONTH 


Montreal, Can. Jan. 30.—Early 
appearance of the new Ford car in 
Canada was seen today in the ap- 
pearance in newspapers of the city 
of an announcement of reductions | 
in prices of Model A passenger cars. | 
According to the advertisement, only | 


| 


(Continued on Page 18) 









MARMON HOLDING | 
INFORMAL MEETINGS 


Chicago, Jan. 30.—Inaugurated | 
during New York show week, the 
Marmon factory plan of holding 
daily informal luncheon meetings 
among dealers in attendance at the 
Chicago exhibition is being con- 


| (Continued on Page 2) 









EARLY INTEREST KEEN 


Cleveland, Jan. 30.—Cleveland’s 
| automobile show, opening this noon, 
quickly gave evidence of keen and 


the public. 
In the Auditorium, where the 
show is held, towers and columns | 


set off broad avenues down which | 
visitors pass to inspect the exhibits, | 
which include more than 200 cars of | 
twenty-nine makes. Walled sections 
for each exhibitor provide a mod- | 
ernistic setting for the glistening | 

' 








(Continued on Page us) 


90 MODELS DISPLAYED 
AT G. M. EXHIBIT 
AT HOTEL STEVENS 


Chicago, UL, Jan. 30.—With over 
ninety models on display, the Gen- 
eral Motors special showing at the 
Hotel Stevens opened today. The 
display occupies the entire ballroom 
and exhibition hall and is set in a} 
unique modernistic background de- 
signed by George Wittbold, noted 
creator of artistic decorations. The 
cars on display cover practically the 
entire price range and include all 
body styles, making it the most elab- 


(Continued on Page 12) 


GRAHAM “TALKIES” TO 
SPREAD SALES MESSAGE’ 


30.—The presenta- 
known as 


Chicago, Jan. 
tion of a movietone 
“Strong Hearted Men” will feature | 
the annual Chicago show week 
luncheon to 400 dealers by the 
Graham-Paige Motors Corporation | 
Monday at the Palmer House. Those 
assembled will also be addressed by 
Joseph B. Graham, president; C. W. 
Matheson, general sales manager, 
and other officials of the company 
on the new product and the 1932 
plans for merchandising it. 

The Graham-Paige forces are en- 


(Continued on Page 19) 





WHERE TO GET 
AUTOMOTIVE DAILY 
NEWS DURING 
THE SHOW 


Show issues of Automotive 
Daily News are available free to 
all trade visitors at the Chicago 
Show at hotel news stands, in || 
the Press Room at the Coliseum 
at your own booth or dealer 
meeting or at Automotive Daily 
News headquarters, 333 
Michigan Ave., Phone 
2400, 


Andover 


} 
| 





dealers’ 
with the Boston show, Byron C. Foy, | 
| president of 
| Corporation, 
; made earlier 
| Plymouth will introduce in the next | 
few days a new “thrift car” 
models, 
four-door sedan. This message was | 
| important to De Soto dealers, many | 
North of whom carry the Plymouth line. 

| ‘The announcement was first made 
| here by James F. Boy, assistant di- | 


PRODUCTION FOR 
OVER NOVEMBER 


widespread interest on the part of | 


Output of fue Trucks, 
Cabs in U. S.-Canada 
123,965 Compared 
To 70,114 


| SANDT OF N.S. AL 


Chicago, Til, Jan. 30.—Considera- 


tion of practices that dealers will | 


| employ to handle 1932 as it is will | 
be the keynote of the fifteenth an- | 
nual convention of the National 
Automobile Dealers’ Association 
opening at the Palmer House IMon- 
| day. A large number of nationally 
| prominent members of the motor | 
| industry and allied lines are sched- | 


uled to address the members dur- | 


ing the two-day session which will 


| wind up Tuesday evening with the | 


| Washington, Jan. 30.—Com- | 
(bined production of new pas-| 


senger cars, trucks and taxi-| 
cabs in the United States and} 
Canada during December to- 
taled 123,965 units, according 
to official figures released to- | 
day by the Automotive Divi- 
sion of the Department of! 
Commerce. This compares 
with a November production 
of 70,114, an increase of 76.7 | 
per cent. 

Early estimates based on a tele- 


(Continued on Page 19) 


QUARTER TOPS ANY 
YEAR’S BUSINESS IN | 
HISTORY OF BENDIX! 


Chicago, Jan, 30.—More new busi- 
ness has been booked by the Bendix | 
Aviation Corporation since middle | 
of October than in any full year of | 
company’s history, according to an-| 
nouncement made by President Vin- 
cent Bendix at opening of National 
Automobile Show here. 

Mr. Bendix added that if experi- 
ence of company is index of what 
1932 holds for automobile industry, 
“an extensive revival is imminent 
and improvement in the automobile | 





(Continued on Page 18) | 


FOY SAYS PLYMOUTH | 


PLANS “THRIFT CAR’ 


30.—At the De Soto 
connection | 


Boston, Jan. 
luncheon, in 


the De Soto Motor | 
verified a statement | 
in the meeting that | 


in two 


a two-door coach and a 





(Continued on Page 16) 


|} outh models are on view 





| annual banquet. 
The directors’ meeting will open 


(Continued on Page 12) 


CHRYSLER UNITS STAGE 


SPECIAL EXHIBITION | 
AT CONGRESS HOTEL 


Chicago, Jan. 
Chrysler, Dodge, De Soto and Plym- 
in an 
elaborate pageant during show week 
at the Congress Hotel. A_ special 


feature of the Dodge exhibit in the | 


Louis XVI. Room, where fourteen 
models are on display, is the ap- 


| pearance of a genuine novelty in 


the form of a rotating six chassis 


(Continued on Page 17) 


PROPOSE PUBLICITY 
PATENT APPLICATIONS 


Washington, Jan. 30.—G. H. Wil- 
lits, Detroit, Mich., representing 
General Motors, in his testimony 
this week before the House Com- 
mittee on Patents, which is making 
a survey of the patent situation and 
needs as a basis of any_ possible 
amendments, said patent applica- 
| tions should be open to public in- 
| spection after a three-year period 


(Continued on Page 14) 


Who’s Who, Why and 
Where at Chicago 


To insure meeting the man you 
want to see at Chicago, be sure 
to get your free copy of “Who's 
Who at Chicago,” published by 
Automotive Daily News. 

This is the most complete and 
accurate list of men attending 
the show available, listing names, 
position in company and hotels 
at which they are staying. This 
complete directory is available at 
hot I news stands, at the Col- 
iseum pressroom, at 333 North 
Michigan Ave., and all other 





places where Automotive Daily 


30.—Virtually all | 


‘WEATHER PROVES 


AT CLEVELAND SHOW DECEMBER 16% | | TO ADDRESS N. A. D. A. FAVORABLE FOR 


CHICAGO OPENING 


Record Aiiesidasies, With 
Increased Sales, Seen 


| By Leaders 


By WALTER BERMINGHAM 
Chicago, Jan. 30. — The 
‘weather man favored the 
opening of the thirty-second 
‘annual national automobilé 
‘show here with his nippiest 
| assortment of weather of thé 
‘entire winter, which has been 
phenomenally mild. The there 
'mometer hung around the 15- 
degrees-above-zero mark in 
the morning, but bright sun- 
shine gradually brought the 
mercury higher. 

| It was one of the clear, snappy 
days which winter brings this Mid- 


dle Western metropolis, filling the 
citizens with vim _and vigor and 


(Continued on Page 2) 


DEALERS BRING BANKERS 
TO PONTIAC MEETING 


Chicago, Jan. 30.—The compre- 
hensive program of sound merchans 
dising upon which Pontiac is build« 
ing its retail organization will 
the keynote of the show week 
luncheon meeting Monday in the 
red lacquer room of the Palmer 
House at which some 400 dealers 
will be guests of factory officials, 
Many of the dealers will be accome 
panied by their bankers, who havé 
beén invited to get first-hand in« 


formation of the company’s pro- 
gram. 
I. J. Reuter, Pontiac president, 


and W. A. Blees, vice-president in 
charge of sales, will be the princi- 


(Continued on Page 14) 


ALUMINUM INDUSTRIES 
PLANS PERMITE DRIVE 


Cincinnati, Jan. 30.—As the back« 
ground for an impressive sales ef- 
fort in 1932, officials of Aluminum 
Industries, Inc., outlined the most 
comprehensive advertising program 
in the company’s history at a con- 
ference of sales officials, branch 
managers and salesmen at the com- 
pany’s plant in St, Cloud, Minn., 
last week. 





News is distributed. 


| 


The conference, which was pre- 


(C ontinued | on Page 4) 
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KANSAS CITY JOBBER 
ATTITUDE ‘HOPEFUL’ 
FOR PICK-UP IN SPRING| 


| 

Kansas City, Jan. 30.— Kansas | 
City jobbers of automotive supplies 
and parts are in a “hopeful” at- 
titude rather than an optimistic 
one. While they all agreed that 
everything points to a big spring 
business in replacement parts, they 
are not convinced it will be realized. 

As one jobber puts it: “If con- 
ditions show a big improvement 1n 
the spring, it is the new car dealer | 
that is going to have the big busi- 
ness, for undoubtedly many thou- 
sands of persons in this territory | 
are ready and anxious to buy a 
new car—if things get to looking 
better. If conditions fail to make 
an upturn, there are equally as 
many thousands who will ‘get by’ 
with just as little repair work and 
replacement of parts as possible. If, 
as most of us believe will be the 
case, there is a gradual upward 
curve in business, there should be 
a lot of real business in store for 
the jobber.” | 

Jobbers of automotive lines here 
are carrying the smallest stocks in| 
their history. They are “playing 
safe” rather than risking a large 
investment for a possible larger 
profit. In many cases this has been , 
made possible by the fuct that man- 
ufacturers are offering warehousing | 
service out of Kansas City to job- 
bers. One large warehouse com- 
pany here has specialized in han- 
dling such business for the manufac- 
turers, and many of them have 
found the plan working very satis- 
factorily in these days, when the 
jobbers insist on keeping stocks on 
hand at a minimum. 

Jobbers here are handling the 
largest part of their sales on a 
C.O.D. basis these days with many 
of their customers liquidating their 
old balances on small weekly or} 
monthly installments. This, they 
point out, will put the dealers out 
in the territory on a good basis | 
“when the tide turns upward.” They 
will not have to pay off a l6t of 
debts contracted in the “hard 
times,” but will be ready to go when 
the time comes. 

The new policy of the manufac- 
turers to send their cars out com- 
pletely equipped will have some ef- 
fect on the jobber and dealers, but 
most of the jobbers believe that 
never again will the public turn 
their used cars in on new ones as 
quickly as in the past—that they 
have learned that with a few dollars 
in new parts and a little overhauling, 
the old car can be operated eco- 
nomically and efficiently “a year or 
so longer” than they previously be- 
lieved possible. 








CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 
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Chicago Show Events 


MONDAY, FEBRUARY 1 











9.30 A.M.—Stutz Dealer Meeting, Stevens Hotel. 
10.00 A. M.—National Automobile Dealers’ Association Convention, 
Palmer House. 
12.30 P. M.—Graham-Paige Dealer Luneheon, Palmer House. 
12.30 P. M.—Oakland Dealer Luncheon, Palmer House, 
12.30 P.M.—Marmon Luncheon, Palmer House, 
Oldsmobile Dealer Meeting, Stevens Hotel. 
TUESDAY. FEBRUARY 2 
10.00 A. M.—National Automobile Dealers’ Association Convention, 
Palmer House, 
12.30 P.M.—Auburn Dealer Luncheon, Stevens Hotel. 
12.30 P. M.—De Soto Dealer Luncheon, Congress Hotel. 
12.30 P.M.—Marmen Luncheon, Palmer House. 
12.30 P.M.—International Association of Automobile Show and Asso- 
ciation Managers’ Luncheon, Palmer House. 
6.30 P. M.—Chevrolet Dealer Banquet, Palmer House. 
6.30 P. M.—National Automobile Dealers’ Association Banquet, Palmer 
House. 
Oldsmobile Dealer Meeting, Stevens Hotel. 
WEDNESDAY, FEBRUARY 3 
12.30 P.M.—Chrysler Dealer Luncheon, Congress Hotel. 
12.30 P.M.—Marmon Luncheon, Palmer House. 
12.30 P.M.—Hupmobile Dealer Luncheon, Stevens Hotel. 
6.30 P. M.—Willys-Overland Dealer Banquet, Palmer House. 
6.30 P. M.—Oldsmobile Dealer Dinner, Congress Hotel. 
THURSDAY, FEBRUARY 4 
12.30 P.M.—Dodge Dealer Luncheon, Congress Hotel. 
12.30 P. M.—Marmon Luncheon, Palmer House, 


Oldsmobile Dealer Meeting, Stevens Hotel. 
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E’VE heard a lot about “local boy makes good,” and that 
must have been the thought in the mind of Paul Hoff- 


|'man, president of the Studebaker Sales Corporation, when 
| he faced some 1,500 dealers and salesmen at the preshow 


dinner of the Chicago Automobile Dealers’ Association as the 
main speaker of the evening. 
Twenty-two years ago this same Payl Hoffman breke 


|into the automobile industry, a mere kid who had got a job 





Heavy Dealer Attendance 
Features Chicago Opening, 


(Continued from Page 1) 


putting them in a frame of mind 
to imspect the new products of 
America’s greatest manufacturing 
industry. Clear, cold weather never 
keeps Chicagoans indoors and the 
show management hailed the day as 
a happy augury. 

Dramatics touched off the open- 


of dealers in attendance at this | 
great Middle Western national] ex- | 
hibition, is far in excess of any- 
thing in a number of years. In 
talking with dealers from all sec- 
tions of the Mississippi Valley and 
| further West who are in Chicago for 


quarters indicate that the number | V7 H. V 


Chevrolet 


Cermak of Chicago issued a procla- 
mation, pointing out the significance 
of the national automobile show 
here and urging all Chicagoans to 
attend. 

As an indication of the unusual 
co-operation between the show man- 
agement and dealers, a new de- 
parture was adopted through the 
use of banners and flags, not only 
along the main automobile row of 
Michigan Avenue, but also in vari- 
ous community centers, calling at- 
tention to the automobile classic of 
the year. Yellow cabs to the num- 
ber of several thousand carried au- 
tomobile show flags and in addi- 
tion to the regular schedule of 


broadcasts the first of a series Of| toes determined to hang up a pleas- 
daily talks before influential clubs | jno total of orders. 


and civic bodies were delivered by 
executives of motor car companies. 


ing of the’ show at the Colis-| the show, one gets the idea that 
eum. Visual remainders in every | the retai] merchants are convinced 
|nook and corner of the _ city! that the new products of the indus- 
accompanied by radio talks from | try assure the revival of business | 
leaders of the industry told | they have hoped for these past two | 
the citizenry of the big event | years. 

and its significance. Mayor A. J. At his Coliseum headquaters, 


} 


| forces carefully to take advantage | 


| the record of New York in beating 
|last year’s attendance by a consid- 


Manager S. A. Miles expressed satis- | 
faction over the proportions of the 
early crowds and voiced his confi- 
dence that Chicago would duplicate 


erable margin, 

Automobile company presidents 
and sales executives who are here 
in generous numbers agreed that all 
signs point to the public’s exhibit- 
ing proper appreciation and en- 
thusiasm over the 1932 offerings. It 
was evident that distributors and 
dealers had prepared their sales 


of every sales opportunity, with the 





Reports from all company head- 





jeweled” 


result that salesmen were on their 


| 
| 
| 
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| 
Last year’s successful experiment | 


(Coutinued on Page 18) 
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“jewels” in the form of New Departure Ball Bearings 
friction guard the 1932 Chevrolet as no other bearing 


could. They are definite assurance of long life and 


owner satisfaction. 
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Jewels are the anti-friction bearings of a watch. 


There is no denying the fact that 


NOTHING ROLLS LIKE A BALL 


7 
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NEW DEPARTURE BALL BEARINGS 


with Charles M. Hayes, at that time the local Halladay dealer 
and now president of the Chicago Motor Club, one of the 
largest organizations of its kind in the world. Now look 


at him. 
* - * 


AS HOFFMAN faced his large audience he could not 
help getting reminescent and tell how, years ago, his father 
took him down to the office of Motor Age, then published by 
an Sicklen, who was present at this same banquet as 
an ex-president of the association. Paul’s father and Van had 
been old friends in the cycling era. Hoffman Sr. confided to 
Van that he would like to start Paul in the automobile indus- 
try. Van warned him against it, pointing out that motoring 
was a fad of the wealthy and held no future for a young lad 
like Paul. But the Studebaker brass hat was not be be dis- 
couraged and broke in as a Hallady salesman and now he is 
in a position that makes the veteran Van Sicklen look like 
a false prophet. 


* » * 


IN THE COURSE OF HIS TALK to the Chicago dealers 
Hoffman told of this early experience, and there was a note 
of pride in his voice when he touched on his early experiences. 
This writer was keenly interested in this tale, because at the 
time the Studebaker executive knocked at the door the column 
conductor himself was just breaking into the industry as an 
assistant editor of Motor Age, having followed Van Sicklen 
from the bicycle industry. 


* s * 

AT THIS SAME PREVIEW BANQUET the industry as 
represented by not only a record-breaking dealer attendance, 
but by the presence at the wax works table of such executives 
as E. L. Cord, president of Auburn; E. H. McCarty, president 
of Nash; K. T. Keller, president of Dodge; E. S. Gorrell, 
president of Stutz; Joseph Fields, president of Chrysler; 
Chester Abbott, general manager of Hudson-Essex; Roy 
Faulkner, vice-president of Studebaker; W. A. Blees, vice- 
president of Pontiac; John Williams, vice-president of Frank- 


(Continued on Page 10) 


MARMON HOLDING 
INFORMAL MEETINGS 


(Continued from Page 1) 











| 


|tinued starting Monday and last- 
| ing through Thursday. 


| 
| The gatherings are to be held at 
the Palmer House with such com- 
pany officials present as G. M. 
Williams, president; A. J. Rogers, 
vice-president in charge of sales; 
S. V. Harding, sales manager, and 
P. H. Noland, general manager. 

The Marmon executives declare 
themselves pleased at the results of 
the series of meetings as a substi- 
tute for staging one large dealer 
session. They state they are now 
better able to discuss policies and 
individual dealer problems and de- 
clare the newly instituted plan to 
have proved sucecssful. 
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Advertising 


Classified Rates 5c Per Word 









Automobile Accessories Wanted 


| Maleo windshield wiper wanted. will 
| pay good price. Campbell-Riis, 202 East 
44th St., New York city. 

















Success or Failure in 1932 | Special Exhibits in Chicago 
Depends on Salesmen, 


Says Hoffman 


Chicago, Jan. 30.—One of the most 
compelling addresses that automo- 
bile dealers and salesmen have 
listened to in a long time was de- 
livered by Paul Hoffman, president 
of the Studebaker Sales Corpora- 


tion, at the preshow dinner here 
last Friday evening. 

After reviewing the year 1931 with 
its mistakes and miscalculations, Mr. 
Hoffman proceeded to look ahead to 
1932 and to suggest where the sales 
division of the industry can repair 
its mistakes. Mr. Hoffman's speech 
follows in exhaustive resume: 

The conditions as we go into 1932 
are quite similar to those of 1931. 
The statisticians again tell us that 
in a normal year 3,200,000 new cars 
Should be purchased, and then, in 
addition, there are those 1,300,000 
suspects who didn’t buy in 1931 who 
must be considered. In other words, 
there are 4,500,000 people who, if 
times were good, would probably get 
themselves sold on the idea of a new 
car and either walk into our sales- 
rooms or else mention it casually to 
some friend who would tip us off. 
But 1932 gives no promise of being 
a normal year. Unless we do a far 
better selling job in 1932 than we 
did in 1931, if we continue to wage 
a competitive rather than a creative 
Sales battle, the pessimistic forecasts 
which are current will probably 
come true. If, on the other hand, 
we radically change our sales tech- 
nique to meet changed conditions, 
we can add at least 500,000 sales to 
the total that would otherwise pre- 
vail. 

Our success in reaching our sales 


objective for 1932 is going to de-| 


pend primarily on how thoroughly 
and intelligently we subject our 
Suspects to a selling on the idea 
that they ought to buy > new car. 
It is a big job to cover the whole 
field, but it can be done, and done 
easily. Perhaps it would be well at 
this point if I defined a suspect. 
To my mind of thinking, it is the 
owner,of a 1926, 1927, 1928 or 1929 
automobile who purchased the car 


new. I believe you will agree with 
me that any man who bcught a 
new car in these years and still 


owns it should be the subject of 
sOlicitation. 

There are in the United States 
today, in round figures, 11,400,000 
passenger cars that were sold new 
during the years from 1926 to 1929 
inclusive. Based on reliable infor- 
mation obtained from surveys, at 
least 60 per cent. of these cars are 
in the hands of original owners. 
The most recent check of this kind 
was one made in Allegheny county, 
Pennsylvania, which showed the 
percentage to be 65 per cent. Using 
the 60 per cent. figure, however, in 
order to be conservative, there are 
a minimum of 6,840,000 cars of these 
vintages still gracing, or disgracing, 
the garages of their otiinal pur- 
chasers. When one considers that 
there are approximately 100,000 re- 
tail automobile salesmen in America, 
it means that there would be less 
than seventy solicitations for each 
Salesmen, and that is a very reason- 
able figure. 

The names and addresses of all 
11,400,000 owners are, of course. 
available to us through registration 
lists. It is a fairly simple matter 
to isolate the original purchasers 
from those who bought the cars 
registered second hand. It is highly 
important also that each individual 
dealer make an intelligent selection 
of names for his list before he ever 
asks a salesman to make one can- 
vass call. Salesmen have been sub- 
jected to an appalling waste of 
time because of unintelligent can- 
vassing plans upon which they have 
been asked to embark. Here is a 
canvassing technique which I rec- 
ommend for your consideration: 

1, Decide upon the makes of cars 
which offer you your best oppor- 
tunity for trade-in. Select those 
which you can successfully handle 
as used cars. Also analyze your own 
experience and find the price car 
that is most apt to be traded in on 
the make you represent. After you 
have made these decisions, purchase 
your registration list. 

2. The next step is to isolate the 
original purchasers from those who 
bought second hand. Experience has 
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shown that ninety-nine out of 100) 
will respond to an out and out in- 
quiry. If you simply give them the) 
name of company, tell them you| 
are checking the registration lists! 
and would like to have the informa-+ 
tion as to whether the car was pur- 
chased new, you will find you will! 
get an emphatic “yes” if it was and| 


a reluctant “no” or an evasive an-| 


swer if it wasn't. This telephone 
qualification does not have to be 
done at one time on the entire list, 
but can be a part of the daily rou- 
tine of yourself and your salesmen. | 
The dealers who have been most 
successful in this type of work usu- 
ally sit down with their salesmen | 
for an hour in the morning and 
qualify. enough suspects to provide | 
plenty for the salesmen to do that| 
day. 

3. Give out these suspects to your 
salesmen a few at a time. If they 
have qualified themselves, they will 
know precisely what they are. If 
you use some other method of qual- 
ification, don’t try to make the 
salesmen believe that they are hot 
prospects just ready to buy, but tell 
them quite frankly they are people 


8th Street. 


and Congress Street. 


Streets, 
Street. 


and Lake Michigan, 


ATLANTIC CITY SHOW 
DRAWS BIG CROWDS 


Latta of the Atlantic City Automo- 
tive Trades’ Association show com- 
mittee, reports a record three-day 
attendance and eight car sales, with 
dealers having a large number of 
| prospects for early closing. 





whom intelligent, creative selling 
may bring into the market. 
4. It is up to you as a dealer or 


(Continued on Page 14) 


While the industry is battling 
down in Washington to prevent the 


AMERICAN AUSTIN CO.—2329 Michigan Ave. 
GENERAL MOTORS LINE—Stevens Hotel, Michigan Avenue, 7th to 


CHRYSLER-DE SOTO-DODGE—Congress Hotel, 
WILLYS-OVERLAND, INC.—Hotel Sherman, Randolph and Clark 


DE VAUX—Auditorium Hotel, Michizan Avenue and Congress Street. 
ROCKNE—Congress Hotel, Michigan Avenue and Congress Street, 
GRAHAM—Palmer House, Monroe Strect, Wabash Avenue to State 


NATIONAL TRUCKS, ASSQCIATED—401 North Ogden Avenue. 
UPTOWN DEALERS—Edgewater Beach Hotel, 5349 Sheridan Road. 
SOUTH SIDE DEALERS—Chicago Beach Hotel, Hyde Park Boulevard 


Atlantic City, N. J., Jan. 30.—Alex | 


Michigan Avenue 


the aid of the dealers exhibiting 
this week in the Auditorium. 

If the bill passes, it will add from 
$35 to $350 to the price of every 
automobile, and apparently the pub- 
lic has been reading the newspapers, 
for they are buying their cars now 
to escape the tax. 
SHELLER ELECTS BURGESS 
PRESIDENT, CARTWRIGHT, V.P. 

Portland, Ind., Jan. 30.—The Shel- 
ler Manufacturing Corporation at 
the annual meeting of stockholders 
elected a new board of directors, 
which, in turn, elected the following 
officers: M. M. Burgess, president; 


passage of-a bill to impose a 5 per) & Cartwright, vice-president, and J. 


cent. excise tax on automobiles, the 
proposed tax measure has come to 








Austin F 


A. McKeown, secretary and assistant 
treasurer. 





our Seater 


oy 





is here 
on view! 


at our showroom 
2329 Michigan Avenue 


The Austin Four Seater is getting a rous- 


ing welcome in the trade. 


Slightly larger than the 


six*other Austin models, it delivers the 40 miles to 


the gallon for which all 


It is available with 
(1) the world famous 


Austins have been noted. 


either of two power plants: 
Austin 7, and (2) our new 


engine with almost twice the horse-power (at a 
slightly higher price) possessing more power, more 


speed, more hill-climbi 


ng ability, and comparable 


in performance with cars that sell for more than 


twice its cost. 


Cars with both these motors are on display and 
are available for demonstration purposes. See these 






THE AMERICAN AUSTIN CAR 


“Tie AMERICAN 


COMPANY, INC., BUTLER, PA. 
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BOSTON SHOW CLOSES; 
SEEN STIMULANT FOR 
NEW ENGLAND DEALERS 


Boston, Mass., Jan. 30.—Hundreds 
of out-of-town dealers and many 
other out-of-town visitors have 
been in attendance at the Boston 
show, which closes tonight, and all 
seem to be looking forward to a 
stimulation of buying during the 


next few months. There is no par- 
ticular spot in New England that is 
outstanding as a prospective terri- 
tory, but the cities where the major 
industries are operating regularly 
seem to offer the best outlook, al- 
though some of the cities with large 
outlying farming areas that are 
tributary are also looked upon as 
likely places for increased sales. 

Aside from the many actual sales 
made, exhibitors say that the Bos- 
ton show has proven unusually pro- 
Ccuctive of real live prospects. Ons 
of the most striking developments 
of the show has been the interest 
manifested in the medium and high- 
er priced cars, and the prospect 
lists for these are in some .rases 
nearly as long as those in the low 
priced group. 

In one respect the show is like 
those of several years ago. There 
are sO many new features on this 
year’s models that the owners have 
again turned mechanical and are 
crowding around the chassis exhibits 
where these improvements are be- 
ing demonstrated. The crowd seems 
to be especially interested in free 
wheeling and in silent gears. 








See 


/ 


° 


it now 


models at our showrooms and ride in the fast, pow- 


erful four seaters. 


You will see readily that two large people can 
make themselves comfortable in the two front seats, 
with plenty of room in the rear seats for two more. 
You will like the modern styling of the Austin Four 
Seater—its stream-lined roof line—its rich maroon 
with beaver brown stripes on the moulding. You'll 
like the price ($395 f. 0. b. Butler, Pa.) and the profit 


margin it allows. 


Talk things over with us at our showrooms. 


Or 


if you cannot pay us a visit, mail the coupon for a 
folder which describes this latest Austin model. 


pee 

° . 1 
‘ American Austin Car Co., 3-1 a 
i Butler, Pa. ; 
i a 
4 Gentlemen: . 
: Please send me your folder describing the new ‘ 
: Austin Four Seater. i 
1 : a 
i 1 
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ALUMINUM INDUSTRIES 
PLANS PERMITE DRIVE 


(Continued from Page 1) 


sided over by C. W. McDaniel, 
director of sales, evoked much en- 
thusiasm, and expressions of confi- 
dence in the future of the parts 
industry were general. A sympo- 
sium on economic conditions gen- 
erally revealed an optimistic feel- 
ing as to the future, 

McDaniel, in outlining the pro- 
posed campaign, laid stress upon 
the effectiveness of the Permite 
franchise, characterizing it “the 
most advantageous service parts 
proposition in America, measured 
by its acceptance and discussion 
by the trade with regard to prod- 
uct, profit, protection, service and 
promotional assistance.” 

The advertising campaign, 
Daniel said, would involve 


Mc- 
over 


4,000,000 pages of Permite copy in| 


the trade press this year, designed 
to create an increased demand and 
assure definite identification of the 
Permite jobber in his particular 
locality. 

Double page spreads will be tied 
up with a direct mail campaign in- 
volving a continual flow of cata- 


Resilience 


40 t 


TEXTOLITE 


‘TIMI 


GEARS 


logues, folders, letters and broad- 
sides reaching the jobber’s custom- 
ers in every section. The Permite 
Press, issued every thirty days, will 
reinforce this effort, keeping the 
jobber informed constantly of Per- 
mite activities. 

Personal contact by the sales de- 
partment at frequent intervals, un- 
der supervision of W. E. MclIlroy, 
director of distribution, will supple- 
ment the advertising effort. 


INDIANA DEALERS LINING 
UP TO FIGHT SALES TAX 


Indianapolis, Ind. Jan. 30.— 
Dealers and distributors of auto- 
mobiles here are being urged to line 
Lup behind the growing movement of 
protest against the proposal now 
being considered by Congress to re- 
store the excise tax on automobiles. 

In a series of bulletins from the 
Indianapolis Automobile Trade Asso- 


ciation, B. G. Henry, manager, sug- 
gests to local automobile men that 
they get in touch with their repre- 
sentatives in Washington and de- 
mand defeat of the measure, whieh 
would add considerably to the de- 
livered price of a new car and, con- 
sequently, he says, slow up sales. 








LONG BEACH USED CAR 
DEALERS ORGANIZING 


Long Beach, Cal., Jan. 30.—Used 
car dealers in Long Beach met re- 
cently and formed a temporary or- 
ganization. There are about seventy- 
five dealers in the city and it is 
planned to form them into an or- 
ganization which will place the busi- 
ness on a higher plane. 

Thomas Eaton presided at the 
first meeting as temporary chair- 


|man, with J. T. McGee as tempo- 


rary secretary-treasurer. There were 
fifty-three dealers present. A per- 
manent oganization wil be effected 
and officers elected at the next 
meeting. 

Committees appointed were as fol- 
lows: To draw up plans for organi- 
zation, George -McPheeters, W. J. 
Ward, G. W. Madill, J. T. McGee 
and Thomas Eaton; contact, B. B. 
Bruce, Frank Storey and Lyle Gar- 
ner; 
and P. C. Norris. 


GOODYEAR GADSDEN 
PLANT SETS RECORD 
Gadsden, Ala., Jan, 30 (UTPS).— 
Shipment of 22,000 tires in one day 
was made by the Goodyear Tire and 
Rubber Company from the Gadsden 
plant. This shipment broke all pre- 

vious records for one day. 


membership, Thomas Eaton | 
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Says Automobile Shows 
Started Real Revival 


By JOHN E. WILLIAMS 


Vice-President in charge of sales 
Franklin Automobile Co. 


As a result of the national and 
local shows in January, the dealer 
situation throughout the industry is 
distinctly stronger. The shows have 
pointed out again to the trade the 
tremendous vitality of the automo- 
bile. Coming to the show after a 
season when interest was at low 
ebb, dealers were greeted by an 
emphatic revival of interest due to 
the new offerings. Certainly the 
manufacturers have given the dealer 
@ real reason for strong promotion 
programs in the automobile market. 
I am confident, judging from ob- 
servations and reports to date, that 
the tremendous, successful effort 
put forth by manufacturers will also 
be reflected in increased activity 
and better business in retail circles. 

Indications that Franklin will 
share in this better volume have ap- 
peared in the reception given our 
new line of supercharged airman 
models. From all shows to date 
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that of steel 


NONMETALLIC, highly resilient, nonresonant 


member between crankshaft and camshaft 


provides a cushioning and quieting effect. Crank- 


shaft vibrations are minimized, and the engine is 


“softened” throughout. 


This characteristic of high resilience is of great 


importance in reducing noise ordinarily caused by 


vibration’and is largely responsible for the exceed- 


NG 


ingly long wear of the gear teeth. 


A gear timing drive is a token of conscientious, 


uncompromising manufacture throughout the car. 
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costing as high as $4,660. 


there have been reports of notice- 
ably greater buying interest than 
last year. Franklin dealers are also 
lining up extremely satisfactory 
| prospects for the new twelve through 
| pre-announcement exhibits at shows. 

At our annual distributors’ meet- 
ing at which quotas for various 
territories were given out, the 
planned output for the months im- 
mediately ahead was aceepted as 
meeting requirements very con- 
conservatively. Many distributors’ 
estimates were in excess of quotas. 

January shipments have been in 
accordance with quota for the month 
and indications are that February 
will also be met. January, cars 
mainly were devoted to distributor 
and dealer sampling and February 
cars will be needed ‘for complete 
stock. Delivery of cars at retail be- 
gan in satisfactory volume about 
the third week in January. 

All conditions unite to place the 
automobile business in a healthy 
state. As it is with us, and pre- 
sumably with other manufacturers, 
profitable operation can be assured 
on reasonable volume, and changes 
which have taken place in retail 
organizations have brought about 
similar conditions there. The first 
month of 1932 seems to indicate that 
the automobile industry is definitely 
in the up-grade. 


HARTFORD, CONN., SHOW 
ATTENDANCE PASSING 
LAST YEAR BY 75% 


Hartford, Conn., Jan. 30.—Hart- 
ford’s Silver Jubilee automobile 
show, which opened last Saturday, 
is expected to show an increase in 
attendance of from 50 to 75 per 
cent. over last year, according to 
Arthur Fifoot, show manager. A 
check-up Tuesday afternoon, when a 
representative of Automotive Daily 
News visited the exhibit at the State 
Armory, sHowed that attendance up 
to that time was exceeding 1931 by 
about 75 per cent. 

Daily attendance is running well 
in excess of 4,000, Mr. Fifoot* report- 
ed, with a number of dealers chalk- 
ing up sales and all expressing satis- 
faction at their rapidly growing pros- 
pect lists. Two hundred models, 
representing twenty-eight makes of 
cars, are being shown on the floor. 

Philip M. Perrin, sales manager, 
in charge of the Capitol Chevrolet 
Company’s exhibit, reported several 
sales. Arthur S. Bailey, general 
manager of the automobile division 
of Brown, Thomson & Co., reported 
excellent prospects and a number 
of demonstrations already given. 
His firm handles the Lincoln. 

G. L. Kaeser of the Stutz Motor 
Sales Company, East Hartford, said 
that all cars on the floor had al- 
ready been sold and indications 
pointed to a number of additional 
closings. 

H. H. Skerrett, Jr., Hartford man- 
ager of the Packard Motor Car 
Company of New York, said that 
his concern was much gratified at 
the response shown at the show and 
looked forward to a number of sales, 
largely due to the replacement need. 





N. J. WOULD LIMIT COST 
OF STATE OWNED CARS 
Trenton, Jan. 30.—A proposal to 
reduce the maximum cost of state 
owned automobiles to $2,500 is be- 
fore the Legislature. Senator Rus- 
ling Leap, author of the resolution, 
wants a law enacted placing all 
state owned automobiles under the 
state House Commission and requir- 
ing they be of uniform color, bear a 
prominently displayed state seal 
and be housed in convenient points 
of the state. Gov. Moore recently 
started an investigation of automo- 
bile costs after learning that several 
State officials were operating cars 


PIERCE-ARROW FACTORY 
BRANCH FOR KANSAS CITY 
Kansas City, Jan. 20.—The South- 
west Motor Car Company, distribu- 
tors of the Pierce-Arrow line, has 
been succeeded by the Southwest 
Motor Company, which is operated 
as a factory branch. Albert M. Rus- 
sell is in charge of the branch, com- 
ing here from Buffalo, where he was 
assistant general sales manager. 
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The Ash-can conference 


of two automobile ads 


Ist ad:—Say, weren’t you in the Chicago Tribune fellows that write us do. 
show section yesterday? 




























Ist ad:— Yeah, and how about the fellows that 


2nd ad:—Sure; I thought I regognized you, too. pay for us? It took six of the biggest men 
You haven’t changed much since last year, in my company to put me together. And 
though. what a kick they got doing it. 

1st ad:—Oh yes I have; I’ve got super-supreme 2nd ad:—I'll bet they did, and each one of the 
free wheeling and epoch- making synchro six thinks you’d be pretty good if the other 
mesh. five big ideas had been left out. 

2nd ad:—That’s nothing, nearly all of us have Ist ad: —Well, I came down to this show with 
them. But I don’t feel so good — I’m full of an important message my sales manager 
the “dawn of a new day.” wanted to put over. But yesterday, I guess 


1st ad:—I have new words too this year. Matter I was just another ad. 


of fact, I think my “vibrant glide” head- 2nd ad:—I guess the public kind of gets us mixed 
line makes your “ synthetic shift ”’ sound kind up with each other. 
of flat. 


Ist ad:— You said it; wonder how it would be if 


2nd ad:—I suppose millions of people gasped we got talkin’ like ‘‘folks”’ instead of like 
with awe and delight when they saw you. Barnum. 

Ist ad:—Well, not exactly millions—there was 2nd ad:—That’d be pretty risky; hardly ever 
one fellow though ... that gasped. been done, you know, and we cost too much 


2nd ad:—What’d he say? to take chances on. 


Ist ad:— Mebbe so; but it’s times like these that 


Ist ad:—He said “‘ Blah.” ° ’ 
make you wonder if we’re as good as we 


2nd ad:—I wish the fellow that buys the news- think we are. Well, here comes Oscar with 
paper got the same kick out of us as the the dump cart. 
* 2 s 


We may be wrong in believing that automobile advertising could be made more 
effective by being made a little more interesting — to people outside the industry. 

We do feel, however, that we have a point of view about automobile advertising 
unhampered by tradition and a record of achievement in servicing a limited number 
of large accounts which should prove interesting to a car manufacturer whose 


investment in white space justifies setting a high importance on what goes into it. 


Newell-Emmett Company, Inc. 
ADVERTISING 


40 EAST 34TH STREET, NEW YORK 
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A Typical American 


HEN we call William Wrigley, who died the other day, 

“a typical American,” we are being typically Ameri- 
can in the looseness of our description. What we actually 
mean is that William Wrigley’s career was typical of success- 
ful American careers. The man had the qualities of deter- 
mination, energy, vision and imagination, which we like to 
consider typically American. But few men, even in America, 
have possessed these qualifications for success in the over- 
flowing measure in which William Wrigley had them. The 
measure of the man’s business stature is found in the fortune 
that he left, which is estimated by his associates at some 
$150,000,000. 

In the course of his seventy years Wrigley successfully 
cultivated businesses in widely scattered fields, such as base- 
ball, coal mining, transportation, moving pictures, ranching, 
hotels. But he founded his fortune on chewing gum, with 
the bulk of his turnover in that modest coin known as a 
“nickel.” 

It took vision to realize the tremendous scope to which 
a business founded on 5-cent pieces could be raised. It took 
imagination to develop that business to one of the largest 
in a country of distinctly big business. 

When we come to analyze Wrigley’s career, it is per- 
fectly obvious that his success was founded on a complete 
understanding of the vital part that advertising plays in any 
business development. Wrigley never hesitated to put back 
into his business, in the form of advertising, a share of his 
profits that most men would consider ruinous. Up to 1931 
he had spent approximately $100,000,000 in advertising his 
chewing gum. He once said to his son: “No matter what the 
condition of business, never stop advertising.” 

That is what we like to think of as being a “typically 
American” point of view, vision to see beyond immediate 
profits to future success. Nerve to continue spending money 
for advertising, even though business may be bad. But is it 
“typically American’? ‘There has not been much evidence 
of it during the depression. One of the first things that the 
business man reduces, when the going gets hard, is advertis- 
ing. Yet, by every law of logic and common sense, the time 
when any business needs more advertising is when times are 
bad. 

We shall venture one final thought on the character of 
William Wrigley: If all American business men had followed 
his type and trod the same path that he did, the depression 
that still holds us would be a matter of malodorous memory. 
He was a great American business man, and the country 
could today use a few more cast in the same mold. 


The Real Tax Sufferers 


NE of the speakers at the recent presentation of the 
automotive industry’s case against the proposed Fed- 

eral tax on cars, trucks and parts scored a point that the 
legislators cannot afford to ignore. This speaker told the 
Ways and Means Committee that the proposed tax would bear 
hardest on people of small means, workers all, particularly 
on the farmers. 

More than 70 per cent. of the cars sold in this country 
fall in the lowest price class. Those who buy these cars are, 
almost to a man or a woman, people who work for their liv- 
ings. They are not the big people, the possessors of great 
wealth or swollen salaries. They do not earn salaries; they 
have to be content with wages. To own any car, these people 
have to budget with the utmost care. In a great many cases, 
probably a majority, the whole family contributes to the pur- 
chase of the vehicle. The father may work in a mill, his 
daughter in an office and his son in a garage, and each of 
them gives his or her mite toward the family car. It is these 
people that the imposition of a 5 per cent. excise tax on motor 
cars is going to hurt. And these are the people who are going 
to-resent the imposition of such an unfair and discriminatory 
levy on their necessary transportation. 



























































NEW ENGLAND SALES 
ONLY 174% OFF IN ’31 


New York, Jan. 30.—Registrations 
of new passenger cars in the six 
New England states in 1931 ag- 


gregated 164,749, as against 199,017 | 
in the preceding year, a decline of | 
17 per cent., as compared with a) 


drop of about 30 per cent. for the 
country as a whole. 

The smallest decline in 1931 from 
the preceding year shown by any 
New England state was that of New 
Hampshire, where the drop was 
only 8 per cent, 


Registrations in the six states in, 
‘December totaled 4,134, as. against | 
the final month of 1930,/ 


4,743 in 
a falling off of 12.8 per cent. This 
rate of decline was smaller than 
for the whole year. 
tions in December topped those of 
a year ago. 

Registrations of new cars in Con- 
necticut in 1931 were 22 per cent. 
below those of the preceding year, 
Maine reported a drop of 15 per 
cent., Massachusetts a drop of 16 
per cent., Rhode Island a decline of 
12 per cent. and Vermont a falling 
off of 25 per cent. 

The following table compares reg- 
istrations of new passenger cars in 
the six New England states in 1931 
with 1930: 


















Maine registra- | 


REO WIND TUNNEL 


THIS UNIQUE wind tunnel displa 
demonstrate the advantages of Reo body designs 


MODEL DEMONSTRATES 
STREAMLINE EFFECT 


Chicago, Jan. 30—One of the | 
interesting exhibits at the Coliseum 
this week is to be found at the Reo | 
booth. The exhibit is proving a 
magnet for visitors, attracted by a 
noise which resembles the drone of 
an airplane's propeller, The cause 
of the commotion is a miniature 
wind tunnel, designed to show the 
difference in air resistance set up by 
ears of different design in bucking 
the wind at high speeds. 

This unique tunnel was built for 
the Reo Motor Company by Profes- 








1931 1930 
Connecticut ..... 31,984 41,387 
DET dkcacenedee 15,262 18,003 
Massachusetts ... 87,158 104,329 
New Hampshire.. 9,933 10,804 
Rhode Island 13,833 15,722 
WOEOG sicscescs 6,559 8,772 
TEE. esa Sdaeeen 164,749 199,017 
The following table compares 


Sales in these states in December, 
1931, with the corresponding month 
of the preceding year: 





1931 1930 

Connecticut ...... 1,085 1,223 
0 192 156 
Massachusetts .... 2,049 2,577 
New Hampshire .. 106 113 
Rhode Island..... 466 521 
WO .- ho 6c0sKe 136 153 
4,743 


RE Bias.vteatadun 4,134 


ASK CONGRESS CONTINUE 
FEDERAL-AID ROAD FUND 


New York, Jan. 30.—Legislation 
has already been introduced in Con- 
gress to continue Federal-aid ap- 
propriations on the basis of $125,- 
000,000 a year through the fiscal 
year ending June 30, 1935, accord- 
ing to J. Mack Young, vice-presi- 
dent of the New York Automobile 
Club, which is affiliated with the 
American Automobile Association. 

The A. A. A. club executive 
pointed out that the American Au- 
tomobile Association originally spon- | 
sored Fedaral-aid legislation and 
has consistently opposed any effort 
to interfere with this plan, which 
has given the country more than 
88,000 miles of main interstate 
roads. 


| COMING EVENTS | 
ee eee eee 


JANUARY 
30-Feb. 6—Washington, D. C. Washington 
Automotive Trade Association, show 
30-Feb. 6—Clevelana, Annuai Automobile 
Show of the Cleveland Automobile 
Manufacturers and Dealers Associa- 
tion, Public Auditorium. 


shows also comparative resistances 


| fully 
| like the all-metal airship or like the | 


ences in aerodynamic efficiency are 





30-Feb. 6—Chicago, 11 Nationa) Automo- 
bile Chamber of Commerce. Nationa) 
Automobile Show 

30-Feb. 6—Chicago, Ill. Automobile Salon | 
Hote! Drake. 

30-Feb. 6—Chicago. National Automobile} 
Dealers Association. Meeting, | 

FEBRUARY 
1- 6—Grand Rapids, Mich. Show. 


4- 6—Springficld, Il. Annual Automobile 
Show, Springfield Automobile Dea!- 
ers Association, State Arsenal 

6-13—St. Paul. Annual Automobile Show 

Pau! Automobile Dealers. {nc 
. Louis. Annual Automobile Show 
Louis Automobile Dealers Asso- 
New Mart Building. 
Show. 
Annual Automobile 
Tra’e 


st 
ciation 
8-12—Ottawa, Canada, 
10-13—Trenton, N. J. 
Show, Trenton Automobile 
Association 
13-19—Indianapolis, Ind. Indianapolis Au- 
tomobile Trade Association Show 


Ear] G. Henry, Mgr. 


13-20—-Kansas City, Mo. Annua) Auto- 
mobile Show, Kansas City Moto: 
Car Dealers’ Association. Americar 


Royal Building. 
13-20—Los Angeles, Cal. 
Hotel Biltmore. 


Automobile Salon 


17-21—Peoria, Ul. Automobile Show. 

21-25—New Orleans, La. Show. 

22-27—Des Moines, Ia. Show. 

22-March 5—San Francisco, Cal. Au'cmo- 
bile Salon Palace Hotel 

29-March 5—Seattle, Wash. Show. 

MARCH 

3- 5—Gary, Ind. Automotive Trade Asso- 

ciation, annual show. A. Hi. 


Travers, chairman, 


Sor Peter Altman of the University 
of Detroit. A four-blade metal pro- 
peller about one-fourth the size of 
that for a small airplane revolves at 
terrific speed in the mouth of the 
tunnel forcing air at high velocity 
against two miniature automoblies 
placed at the outlet of the tunnel. 
An indicator shows the velocity of 
the high speed air stream in feet 
per second and a pointer moving 
Over a dial, like the pointer on a 
Scale, indicates the difference in 
wind ‘pressure that is exerted on the 
two model cars. 

This carries out the presentation 
of facts that were learned during 
the development of the Reo-Royale 
more than a year and a half ago. 
Then quarter size scale models of a 
Reo-Royale and one of a conven- 
tional car with flat radiator, 
Straight windshield with visor, and 
Square roof were compared at wind 
velocities up to eighty miles per 
hour. It was shown that the car of 
conventional design requires 18.4 
per cent. more power to overcome 
air resistance at eighty miles per 
hour than does the efficiently 
stream-lined Reo-Royale. The pen- 
alty of this wasted power, of course, 
is extra fuel and oil consumption 
and increased engine wear. 

The demonstrator at the exhibit | 


of flat discs, spheres, open cups and 
Streamlined objects shaped 


Suggested tear-drop shaped motor 
car body. He points out that al- 
though most drivers do not make a 
practice of traveling at the high 
speeds at which the greatest differ- 





found, the differences at ordinary 


UT 





y is being used at the Coliseum to 





touring speeds give the owner of a 
well streamlined car substantial ad- 
vantages. If the air flows smoothly 
over the car without forming suc- 
tion pockets and eddy currents there 
is a conspicuous absence of the usual 
roar which is produced by most cars 
at high speeds, 


PATERSON, N. J., SHOW 
GOOD SALES MAKER 


Paterson, N. J., Jan. 30.—Harry 
M. Smith, president of the Paterson 
Auto Trades’ Association, expressed 
high elation over the attendance 
at the twenty-third annual auto- 
mobile show being held at the 133th 
Regiment Armory. 

Several factory representatives 
have attended the show. Charles 
Manship, a former member of the 
association, congratulated the mem- 
bers for their initiative in carry- 
ing on the show this year. 

George W. Patterson of the Annis- 
Patterson Company, and treasurer 
of the association, reported that @® 
record in paid admissions to the 
show has been established in spite 
of several rainy days. 

An excellent program of enter- 
tainment is furnished at the show 
each evening. 


STEEL PLANT OPERATIONS 
INCREASED IN OHIO AREA 


Steubenville, O., Jan. 30.—Opera- 
tions were increased in two steel 
plants in the Stuebenville district 
this week. 

The Follansbee Brothers Com- 
pany has ten of thirteen sheet and 
tin mills working, the highest op- 
eration in two years. 

The open hearth department at 
the Steubenville works of the Wheel- 
ing Steel Corporation has stepped 
up from 40 to 60 per cent. 


YOUNGSTOWN HUPMOBILE 
DEALERSHIP TO MOLENSKE 
Youngstown, O., Jan. 30.—E. A. 
Molenske, for fifteen years identi- 


|fied with automobile selling, has 


been appointed Youngstown dealer 
by the Hupmobile Motor Car Com- 
pany. Before coming to Youngs- 
town Molenske was affiliated with 
the McKinley-Gregg Auto Com- 
pany, Franklin distributor at Pitts- 
burgh. He has been Franklin dealer 
since moving here and will con- 
tinue to sell and service Franklin 
moter cars in Youngstown. 





FROM 
UNDER 


Frederick C. Russell, in an articl 


in the N. Y. Times, Sunday, Jan. 


“Being able to lubricate 
crawling under with a 


e on “Notable Improvements,” 
10, 1932, writes: 


a car all over, without 
grease gun, naturally 


seems a greater advance than, say, the substi- 


tution of shaft for chain 


drive. 


BIJUR AUTOMATIC CHASSIS LUBRICATION takes your 


customers Out from Under the 


car and saves them the time 


and expense of old-fashioned chassis lubrication. 


Bijur Lubricating Corporation 
22-08 Forty-third Ave., Long Island City, N. Y. 


Originators of Modern 


Chassis Lubrication 

















Automobile 
Dealers 
Selling.... 





Auburn LaSalle 

Buick Lincoln 

Cadillac Marmon 
Chevrolet Nash 
Chrysler Oldsmobile | 
DeSoto Packard 
DeVaux Pierce-Arrow 
Dodge Plymouth 

Essex Pontiac 

Ford Reo 

Franklin Rockne 

Graham Studebaker 
Hudson Stutz 


Hupmobile Willys 





have in Gabriel Kari- 
Keen a proven source 


~" new profitsfor1932 4 
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A new beautifully designed dual 
utility auto luggage carrier. A new 
money maker without increased 
overhead for dealers 








GABRIEL 






announces 








in 1932 







L. acquiring Kari-Keen, The Gabriel Company offers to car dealers 


a product of proven value to more than a half million car owners. 


This new Gabriel Kari-Keen Karrier blends in with the design and 
modern lines of the finest cars. When open its deep capacity meets 
more than average requirements. But it is when the extension feature, 
pioneered by Kari-Keen, is used thatit attains its greatest utility, adding 
nearly 9 square feet to the car’s capacity and allowing an additional 
load of 400 pounds. 


It is a fact that autemobile owners are using their cars more and 


_ more for utility purposes as well as pleasure—for business, shopping, 


golfing, camping, hunting, fishing —increasing the need for a good- 
looking carrier, with ample carrying capacity, without inconvenience 
to the passengers and without destruction to the car. 


Wide awake dealers looking for 1932 accessory profits at the New 
York, Brooklyn, Boston, Pittsburgh, Detroit, and other important 
automobile shows were quick to grasp the selling possibilities of this 
major automobile accessory without increasing their overhead. 


Get the full details at the Gabriel Exhibit, Space No. 49, The 
Coliseum Gallery ... or from the nearest distributor. 


THE GABRIEL KARI-KEEN COMPANY 


GABRIEL 


GABRIEL 


2 HYDRAULIC SHOCK ABSORBERS e KARI- KEEN KARRIERS * 











CLEVELAND, OHIO 


SIOUX CITY, IOWA 
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AL SMITH 
WAS ONE 
BIG REASON 


WHY LIBERTY FOR JANUARY 23 
WAS AMERICA’S BEST READ WEEKLY 


The Evening Sfar 


_ WASHINGTON, D. ©. 
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OTHER ISSUES, OTHER REASONS 


































GENERAL BUTLER GENERAL FECHET PitSbureheeStn Telegraph 
(First . neensored Thoughts) (Dangers of Aviation) Smith Demands Home Rule 
H. G. WELLs Dr. S. PARKES CADMAN To Solve Dry Problem 
(55 Years From Now) (Churches and Unemployment) . 
THEODORE DREISER GoveRNoR ROOSEVELT: The Minneapolis Tribune 
(What's Wrong With the Railroads) (No Dole) cMITH LIAGES HOME 
DANIEL WILLARD Joun D. RockeFeE.Ler, Jr. 
(What's Wrong With Dreiser) (The Heart in Business) AUILE WN RY ISSUE 


May Dixon THACKER 
(Repudiating “The Strange Death of President Harding” ) 








n Evening Register. 
A NOVEL “WET” PROPOSAL. 


Former Governor Smith, of New 
ing in the current num- 


The Ransas City Times, 









in 






Teas are some of the authoritative No wonder every copy of Liberty is 
contributors—and their arresting’sub- read with a thoroughness that enabled 
jects—that have appeared in Liberty Dr. Gallup to find the average edi- 
since the Gallup Surveys last summer. torial feature: 


They have helped to bring back 17% better read than in Weekly A 


























Liberty’s readers week after week with- 6% better read than in Weekly B URGES DRY HOME RULE, 
out any extraneous inducements of 41% better read than in Weekly C of th@ States Should Solve Probibition Existing 
subscription rates, club combination No wonder advertisers are switching Problem, Smith Says. 







(By the Associated Press.) 

New, York, Jan. 13.—Asserting 

“there are more speakeasies thaty 

there ever were saloons,” Alfred E. 
Smith in the current issue of Lib 

says the prohibition problem 


bargains, or premiums—more menand__ to Liberty fast enough to exceed the 
women continuing to ask for Liberty January quota by 25%—the February 
every week, 52 times a year than any quota by 10%, New leaders are bred 
other magazine published in times like these! 


















AUTOMOTIVE DAILY 


= i —————=—=—————— 














Brilliant new car leading the whole field 
in popularity with public and dealers 


@ History repeats itself. DeSoto scores again. 


The same thing is happening in the Coliseum, 
Chicago, that happened in the Grand Central Pal- 
ace, New York... two weeks ago. 


The same eager crowds around this brilliant six. 
The same comments. The same astonishment. The 
game reawakened urge of ownership... as the pub- 
Ke imagination is caught... and held. 


“Gee... just look at that,” says the man who 
basn’t bought a new car for three years. DeSoto 
thrills him. Then he guesses that it must cost a 

ood deal more than he can afford to pay. He looks 
t the price tag...and CLICK... another DeSoto 
is as good as sold. 


That's the way it’s working. That's the way it is 
oing to work in your territory. People are going 
buy cars this year... but they’re going to shop 


for them as they’ve never done before. And when 
they've compared features... and gadgets... and 
prices... they’re going to come back to DeSoto. 
Because it has what no other car in its class can 
boast ... genuine “High Hat” distinction. From 
the proud sweep of its unique radiator ...to the 
smallest detail of equipment. 


The head of a great investmeut house summed 
it up when he said, “DeSoto is tuned to the times. 
People want smartness without luxury prices. 
DeSoto puts a real thrill in thrift.” 


An Eastern banker summed it up when he said 
to a DeSoto dealer, “I am prepared to lend $50,000 
to any reputable man this year who has the 
DeSoto franchise. There’s a car that will sell.” 


A franchise is as good as the merchandise and 
the organization behind it. The DeSoto-Plymouth 


mericai Smartest low-priced Car De Noro N1rx 3675.--. 
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HOW DESOTO “STOLE THE SHOW” 
During the 7 hectic, thrilling 
days at the New York Show 
«+ 122,000 people visited the 
DeSoto exhibit. 1,088 signed 
up for demonstrations. 162 
couldn’t wait that long : .. 
bought DeSotos right on the 
floor and paid cash deposits, 


franchise is backed by sales and engineering skill 
that is leading the industry today... and by cars 
that are already leading in their classes. And re- 
member that 962% of all cars sold in 1932 will come 
in the DeSoto-Plymouth price-class. 


Let us send you all the facts. Then decide for 
yourself. DeSoto Motor Corporation, Division of 
Chrysler Motors, Detroit, Michigan. 
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ae 
SPARKS from the SHOW 


(Continued from Page 2) 

lin; Roy Peed, sales manager of De Soto, and A van DerZee, 

general sales manager of Dodge, gave George M. Graham, 
* vice-president of Rockne, his just dues for the great work he 

did at Washington last week, when he appeared before the 

Ways and Means Committee and presented the case of the 

automobile makers in the fight to prevent the imposition of 

the Federal sales tax. 


* * ~ 

IT MUST HAVE BEEN one of the big moments in 
Graham’s life. He had gone to Washington and had so 
cleverly handled the protest of the manufacturers and dealers 
as to arouse the admiration of every one connected with the 
industry. It seemed to be the opinion that if the tax is not 
imposed that Graham is the one man who is entitled to the 
credit for the victory. Although not on the program, the 
Rockne executive was given a big hand when Toastmaster 

















Tiffany introduced him. Every one seeemed to know and 
appreciate Graham’s fine work. 


al * * 

TO THE WRITER it was like a homecoming also, this 
preshow banquet, where he met the old friends of yesteryear 
—tradesmen with whom he had worked in the old days to 
bring about the acknowledgment of the automobile as a relia- 
ble means of transportaton. We saw the heroes of yesteryear 
at the speakers’ table—past presidents of the association, 
Ralph Temple, Joe Gunther, George Bird, Louis Geyler, men 
who had helped make automobile history ten, fifteen and 
twenty years ago. 

And we ran across a man whom we believed to be the 
veteran of the pack, one who lays a logical claim to being the 
oldest dealer on the Chicago row still in business. This is 
B. G. Sykes, partner of George Bird in the Bird-Sykes Com- 
pany, Graham-Paige distributors. The company is twenty- 
eight years old, but before that Sykes was on the row as 
manager of the Locomobile branch, a job which he had in 
1900. Thirty-two years in the business is a record any man 
mght be proud of. Pe 


* * io 
BROWSING AROUND in the Coliseum, I found that several of 


the car manufacturers have taken up with Float-O, made by the Tay- 


lor Sales Company of Elkhart, Ind.» 


Marmon, Willys-Overland, Pierce« 
Arrow twelve, Studebaker six an 

the Rockne have it on as standar 

equipment. Float-O, you know, i8 
something new, a device attached to 
the oil pump of an engine which 
makes it possible for the pump t 
draw only clean, fresh oil from the 
top of the crank case reservoir. 


” * * 


MARKING TIME waiting for the 
show to open, I discovered that Al} 
fred Reeves and John Eustis aré 
playing football for the University 
of Pennsylvania. Don’t mistake mé 
I am not referring to the gener 
manager of the National Automo- 
bile Chamber of Commerce and the 
manager of the Automobile Salon. 
The gridiron enthusiasts are just 
sons of those two automobile celehe 
rities and the long arm of coincie 
dence has brought them together a8 
juniors at Penn. 





CURRENT PRICES OF PASSENGER CAR MODELS 








































AUBURN—8-cyl. 127 W. B. CHRYSLER IMPERIAL—8-cyl, 146 W. B. HUPMOBILE—226. 8-cyl. (126 W. B. PEERLESS—8-cyl. 125 W. B. STUTZ—6-cyl. 1271¢ W. B. 
8-100 Standard Models ur Custom Models ‘ ; 2 Coupe (RS).. ees Fimvesia ain De Luxe Master LAA Series 
iness Coupe...845)5 Phaeton Sedan.1,005 5Cl. Cpld. Sedan |7Sedan Limousine, edan ..+.. ---1,595/2 Torpedo Cab. .1,695 § sedan ...... 2,320'Club Sedan...... 2,370 5 Sedan .,......1,620)2 Coupe ....... 1,620 
$2-dr, Brougham gg5|\Speedster ...... 1,095 ca or woos aoe! cao = wood 205 UA SALLE—V-8. Series 345 B. 130 W. B. 2 Coupe ....... 2,320/Cabriolet ....... 2'430 5 Coupe ::......1.620/Club Sedan... .. 1,620 
gripe Cabrio 998! W. B.) ee 1,145 7Sedan, 6 wire or |5 Phaeton, 6 2Coupe . 2,395 icon. Coupe 2,545 PEERLESS—8-cyl. 138 W. B. STUTZ—S8-cyl. 184i¢ W. B. 
 AUBURN—8-cyl. 127 W. B 2 Soon | ahaa wood 5 Sedan .++2,495|5 Town Coupe. .2,545 De Luxe Custom SV-16 Standard 
a Te + gd -4Con. Coupe, WHOIS .occceed, ; a r §5C weve o2,698)2 Coupe ...... 9 
Custom 8-100 Dual Ratio Models Readster, € isCon. Sedan, 6 LA SALLE—V-8. Series 345 B, 136 W. B. Heo mae 7 EE 9 mn pelbon 3,138 § Coupe +: -2,68512 Coupe, ...... 2.008 
Business Coupe.1,045!5 Phaeton Sedan.1.295 wire or wood | wire or wood : Fisher Bodies ooee USIDE «20-0, af ’ ’ 
5 2-dr. Brough. . 1.095 Speedster... 1.208 whetls ...... 3,295, wheels ....... 3,595 + cee Sedan. .3.000)7 Imperial err 2,795 PIERCE ARROW—8-cyl. 137 W. B. STUTS<0-e7t. 134% W. B. 
4 Pull Sedan... .1,145!7 Sedan CORD—S8-cyl. 1371 W. Bo | AA ce eeeee , Model 54 ~ ustom 
. “ , 45 yl 13744 W. B. . 
Cus. Type Cabri.1,195: W. cana 258) ee i  e caees 2,395:Cabriolet ....... 495 ee 136 W. B. Club Brougham.2,528/Club Sedan ....2,883 Cabriolet Coupe.3.348|4 Speedster 
ADEURN 10-0 . 1 &. B. Brougham ..... 2,395/Phaeton Sedan. .2.595 , aidan #3,906)2 Cours” 3.200 § Sedan a ei Rneeee ee ons oes -Bs5S3 2 Speedster ....3,495 (fonneau 
- a : o—s6 5 é +2900) 2 COUPE saseeess , Do oM l © 0 eds - c e% 
Business Coupe. 1,345|Cus. Type Cabrio 1.495 DE soT St —_, sae —_ Oo. A. 4 Phaeton ..... 3,000/5 Victoria ......3,200 Sen Gomme ; ae ie .3,183 = ro aaa 3.008 
5 2-dr. Brough..1.3955 Phaeton Sedan.1.595 5 5... poadsandard Models 275 Town Sedan 17Sedan ........3 300 ~ Road. (R. S.).2,883/5 Spt. Phateon. .3,283 eae er 
4 Pull Sedan....1,445'\Speedster .....- 1,595 ss. Ros Je BOGOR occecesees . (2 win.)......3,100/7 Limousine .....3,350 ; : ; "aa STUTZ—8-cyl. 1344¢ W. B. 
1 : 5 2-dr. Sedan ...695|5 Phaeton ..... , ie 
AUBURN—I2-cyl. 133 W. B. 2 Buss. Coupe ..695|7 Sedan ...... . [, 5Sedan ....... 3,200! PIERCE ARROW—S-cyl. 142 W. B. SV-16 Salen 
Custom 12-160 Dual Ratio models | gos 4 Coupe (R. &.).735) LINCOLN—12-cyl. 145 W. B. ein ae 64 , Continental Coupe (Waterhouse).....5,778 
¢.1,545| Cus. Type Cabrio.1,69% : 75 3- Standard Model: a eee 983/7 Tourer ....... ,133 ‘ 
poet aroush..1,6055 Phaeton Sedan.1.705 DE SOTO—¢-cyl. 9175 3-38 0. A. 4Spt Phaeton .4,300/4Spt. Phae. (Ton- 7 En. Dr. Limou.3,163| SSO eee, © 
4 Full Sedan... .1,645!Speedster ...... 1.795 4 Roadster .....775/4 Con. Coupe ....845 7 Spt. Touring. .4,300| neau cowi)....4,500 perce ARROW—I2-cyl, 137 W. B - wv ’ 
AUSTIN—4-cyl. 75 W. B. [ ieee. sss. 82515 Con. Sedan ....975 5Coupe ....... 4,400|5 Sedan ........4,600 Model 53 37 W. B. 4 Weymann {5 Weymann 
Business Coupe.. .330/Runabout ........395 DE VAUX—6-cyl. 114 W. B. 4 Town Sedan 7Sedan . -»+4,700 Longchamps .4,345) Versailles 4,395 
4Sedan .....+-+: 395|De Luxe Coupe... .525 » Coupe y 795° ” Goan (2 or 3 win.) .4,500/7 Limousine ....4,909 5 Club Sedan. . 3,328) Club Sedan .....3, - 
Standard Coupe. 39512 Cabriolet .......550 gramPE iia tt'* oe... LINCOLN—I2-cyl. 145 W. B. ) A ann gO Perl cok ee i | 
BUICK—8-eyl. 114 W. B. Le ree 845'Custom Sedan. .. .895 Custom Models Gon. Coupe eM icon. Sedan... 7 
Models 32-50 Stan. Sedan...-:: 845/Con. Cust. Coupe.945 2Con. Road. (R.8.) {5 Con. Sedan A REP og A 7 Sedan ....... 3,895/7 Limousine ....3,988 
2 Business Coupe.935|4 Con. Cp. Rdst. 1,080 DODGE—6-Cy!, 114% W. B. Le Baron ....4,600| (Dietrich) 6,400 ae She Sey aeen Seer Soe 7 Speedster ....3,895/Cab. Coupe ee 
§ Gedan .....++- 995|5 Spec. Sedan.. 4 > Ee a . 2 Conus. . . 5 Spt. Berline, PIERCE eee 142 W. B. S GOGRM ccccee 3,895'5 Con. Sedan 4,3 
4 Spec. Coupe...1,040/5 Con. Phaeton. .1.999 2 Business Cou 15 Sedan’(5 Dem. (Dietrich) ...5,000| Dietrich ...... 6,500 — TUTZ—8-cyl. YS 
§ Vic. Coupe... .1,060'5 Spt. Phaeton. .1,155 ‘s wire wheels, ‘ | wood wheels, -_ 3 Coupe (R.8.) ade 3 Spt, . Roadster, i. 7 Sedan wide’ 3.783 7 En. Dr. Limou.3,983 a Sven gt - 
BUICK—8-cyl. 118 W. B. PS eee 05] Re M.) .......+ 845 9 Cocne 77° *5 150) | Murphy... .--6 BUTE oeccees ; 
- Cc s i e, n Brougham, 119. 5 Sedan ‘Prince of Wales 
Models 32-60 (Swood wheels, | wheels, RM) 845 . Judkins. ..... 5,100| Willoventy "7,190: PIERCE ARROW—12 oye, 368 W. &. (LeBaron) ...4,595| (LeBaron) ....6,948 
2 Bus. Coupe. . .1,250/5 Sedan aes .+ 3t8 R. M.) ........ 7955 Sedan (5 wire 2Coupe (R.S.) |7 Brougham, Model 52 6 Brougham Con. Victoria 
4 Spec. Coupe. . .1,290/5 Con. Phaeton. .1,310 4 Fr en ete |” wheels, 1 P Judkins ..... 5,350| Brunn ........ 000 5 Sedan ........ 4,028|Club Berline ...4,333 (LeBaron) ,..4,795| (Rollston) ...6,400 
4 Con. Cp. Rdst.1,310'5 Spt. Phaeton. 1,390 16 wine wheels | oe * 959.50 5 Berline, 5 Cabriolet (N.C Club Sedan ._ 4/133] 6 Sedan 4 Hollywooa 
BUICK—8-cyl. 126 W. B. 1 F. W.) ....809.50 2-4 Coupe (RS.) Judkins .....5,700) or 8. C.) PIERCE ARROW—12-cyl. 147 W. B. ihe Eason)...6.000) Seert Soden 
Models 32-80 570 2 Business Goupe | (6 wood wheels, 7 Limousine, {5 Cabriolet (N. C. Model 52 6 Bro. Limousine (Roilston) ...7,095 
§ Vic. Trav. Cp.1,540/5 Sedan .......- a, (6 wire whecls, | ie Wed acecs . 865 | Willoughby ..5,9C0|_ Brunn ........7,200 7 seqan 4,318|En Dr. Limou....4,533 (LeBaron) ...4,995/Tuxedo Cab. 
BUICK—8-cyl. 134 W. B. S WW ccsee 825|/2-4 Coupe (R.S.) 5 Con. Victoria, STown Cabriolet — ° SONRe  ceccees ' r. Ou....4, 6 Sed. Limousine _ (Roliston) ....4, 
Models 32-90 2-4 Coupe (R.S.) | (6 wire wheels, Waterhouse .5,900/ (Le Baron) ..7,400 PLYMOUTH—4-cyl. .*170 O. A. 7 aterse! .4.908 Patrician Coupe 
2 Spt. Phaeton. .1,675|5 Club Sedan....1,820 (5 wire wheels, | 2 F. W.)...... 865 MARMON—8-125. 125 W. B. 2 Bus Roadster. 5235/5 Phaeton ...... 008. ee eee cost Tenn Town Ga” 
4ctry Club Cp.1,740|5 Con. Phaeton..1,830 ) R. M.) ....... 835'5 Sedan (6 Dem. Standard Models 2 Bus Coupe ....565\2 Coupe (RS)....610 7 Trans. Town Car (Fleetwood) 7 498 
5 Vic. Coupe... .1,785/7 Sedan _.....--- 1.955 2-4 Coupe (R.S.) | wood wheels, 5Sedan (5 wire 12 Con. Coupe (5 5 2-dr. Sedan ...575\4-dr. Sedan ..... 635 (LeBaron) 5.495 — 
4Con. Cp. Rdst.1,805|7 Limousine ...-- 2,055 (5 wood wheels, | 2 F. W.) ...... 875 wheels) ......1,395| wire wheels)..1,445 4 Roadster (RS) 5954 Con. Coupe ....645 — 
5 Sedan .....-.-1,805! R. M.) ....... 835/5 Sedan (6 wire 2 Coupe (R.8.) (5 PONTIAC—6 cyl. 114 W. B. STUTZ—8-cyl. SV-16. 145 W. B. 
CADILLAC—V-8. Series 355 B. 134 W. B. ifn *> wire wheels). .1,395 sts Gene ..0eeen Glan 208 Chateau Series Weymann, 
Fisher Bodies 2-4 Con. Coupe... 895 MARMON--8-125. 125 W. B. 2Dr. Sedan .....695)2 Con. Coupe ....785 > Weymann }5 Weymann 
2 Coupe .2,795\2 Roadster ......2,895 De Lu Mod eal 9 Chaumont ...4,745, Monte Carlo 
snnceoom om DODGE—8-Cyl. 122 W. B xe Models 4Coupe (R.S.)...755|Custom Sedan ...825 . - 
5 Stan. Sedan ..2,895|2 Con. Coupe .. .2,945 D. K aM del “ 5 Sedan (6 wire 2Con. Coupe (6 5 Weymann | (Aluminum) ..5,895 
CADILLAC—V-8, Series 355 B. 140 W. B- 9.4 Coune (RS) |2-4 Coupe (RS.) wheels) ...... 545} wire wheels). .1,595 PONTIAC—V-8. 117 W. B. Monte Carlo. .4.895/ 
Fisher Bodies 5 cee SS ‘e pe bee 2 Coupe (R.S.) (6 2Stan. Coupe ..845:Con. Coupe ...... 945 STUTZ—8-cyl. 13414 W. B 
Coupe 2,995|7 Sedan ...... . 3,145 M.) oe» a15 2 F W.) 1.189 Wire wheels)..1,545 2 Dr. Sedan ..... 845|4 Dr. Sedan ..... 945 by- , . 
5 Coupe ....:... "O08! Phaeton. .3,245 Po on.cd dla otto! 2 We) ovens ’ 4Coupe (R.S.)...925!Custom Sedan ..1,025 
5 Stan. Phaeton.2,995/5 Spt. 2-4 Coupe (R.S.) |2-4 Coupe (R.S.) MARMON—16-Cyl. 145 W. B. 
5 Spec. Sedan, .3,045/7 Imperial ...... a (5 wire wheels, | (6 wood wheels, 5 Sedan ........ 5,700|2 Con. Coupe ...5,850 REO—6-21. 6-cyl. 121 W. B. 5 Coupe ....... 3,685/3 Speedster .... 4a8 
5 Town Sedan. .3,095/5 A. W. Phaeton.3, eee 1,115] 2 F. W.) ....1,150 2 Coupe (R. 8.).5,700|7 Sedan ........ 5,900 5 Sedan ........ 995} 5 Sedan ....... 3,995/Bearcat ........ 4,595 
5 Spec. Phaeton. 3,095) a 5 Sedan (5 Dem. |5 Sedan (6 Dem. 5 2-dr. Coupe...5,800/5 Con. Sedan....5,950 ee 2 sees --3,995/4 Speedster (Ton- 
CADILLAC—V-8. Series 355 B. 140 W. B. wood wheels, | wood wheels, 5 Cl. Cpl. Sedan.5,800/7 Limousine ....6,100 REO—8-21. 8-cyl. 121 W. B. — ae oo ia neau Cowl) ..4,798 
eee 11" | ge 4,095 5 Ph SE ae 2 F. Web csc t NASH—960. 6-cyl, 114% W. B. errr - 95) BO cack 
Se cies: 3/395|7 Town Cabriol..4.245 wheels, B.M.)-1,145,, wheels, 2 Fee GOUPE aos vanes, 795/4-dr. Sedan...... 845 REO—8-25. 8-eyl. 125 W. B. STUTZ—8-cyl. 1341% W. B. 
§ Zown Coupe. -ets/7 Lim. Brough...4.345 6 Coupe’ (f' wire” | Wien. ee Se. GABE. 5280 SOE #s20s acess Oe Fe 2°" Se steenehs OD aes See 
SEiopeine ae 3,745 wheels, R.M.).1,145/2-4 Con. Goupe..1,185 COUPe (R. 8.)... 825) seer ge — Con. Coupe (Waterhouse) ........... 6,778 
ADILLAC_-V-12, Series 370 B. 134 W. B. : mg ee NASH—970. 8-cyl. 116% W. B. REO ROYALE—8-cyl. 131 W. B. oa 
— ~~""Wisher Bodies 9 Bees cee Son, TEU: Benne on .e 510. 945\4-dr. Sedan...... 995 Sedan Victoria..1,985|Coupe .......... 1,985 STUTZ—8-cyl. DV-32. 134% W. B 
2 Coupe ......+-3,495/2 Roadster .....3,595 5 Touring nonwere” Seale ea onseees secu 4-dr. Spec. Sedan.955/4 Con. Sedan. ...1,075 REO ROYALE—8 cyl. 135 W. B. Chateau Series Weymann. 
5 Stan. Sedan ..3,595)2 Con. Coupe ...3,645 4 Coupe..." | 585'5 Brougham ......655 COUPe (R. 8.)... .975! Sedan ,..... .2,445Con. Coupe......2,4454 Weymann 5 Weymann 
CADILLAC—YV-12. Series 370 B. 140 Ww. B. DURANT—Model 622. 6-cyl. 116 W. B NASH—980 &-cyl. 12] W. B. Se “vee cnaaaee 445) Longchamps ..5,345' Versailles .. 5,395 
Fisher Bodies Py . 70015 B cyt. oe eee oo chatae 1,245|4 Con. Sedan... .1,325 ROCKNE—6-75. 6-cyl. 110 W. B. cae 
BS Coupe ......0- 3,695|7 Sedan ........ 3,845 5 Seden serves ***nO0!” rougham ...... Coupe (R. 8.)...1,285/4-dr. Town Sed..1,375 Standard Models. STUTZ—8-cyl. 145 W. B. 
5 Stan. Phaeton.3,695|5 Spt. Phaeton .3,945 “rem «r-ssseees 4-dr. Sedan.....1,295! 2Coupe .........685/4-dr. Sedan....... 735 DV-32 
5 Spec. Sedan .3,745|7 Imperial ......3,995 ESSEX—6-cyl. 113 W. B. NASH—990. 8-cyl. 133 W. B. Coupe (R. 8.)....720! 5 Sedan ..... - 4,895|7 Limousine ... .4,995 
5 Town Sedan .3,745\5 A. W. Phaeton.4,195 Business Coupe...695)4 Coupe ...... --745 gar. Sedan (124 \Victoria 1.765 IE—6-%5. 6-cyl 4ow.B 7 Speedster ....4,895|Cab. Coupe ....4,995 
5 Spec. Phateon.3,795! Coacn -..,..ssssee 705|Standard Sedan. .775 “Ww “By... 1.56515 Sedan 1.1...) 1'825 nocuun=< pl a7. ti _- 5 Sedan ....... 4,895.5 Con, Sedan... .5,395 
CADILLAC—V-12. Series 370 B. 140 W. B. Town Sedan ....745 aoe aoepe = 7 Touring ...... 1,595/7 Sedan ........1.925 2Coupe ......... “230\4-dr. Sedan....... 7180 STUTZ—8-cyl. 145 W. B. 
Fleetwood Bodies = FORD—Model A. = _ 10315 Ww. B Cabriolet ...... 1,695/7 Limousine .....2.025 Coupe (R. S.)....765! DV-32 Salon, 
§ Sedan .....-. 4,095'5 Town Cabriol..4,795 2 Road . 7 ye sean Coupe (R. S.)..1,745! "w 
5 Towne Coupe .4,095|7 Town Cabriol..4,945 2 Roadster ...,...430/5 De L. Phaeton. .580 LDSMOBILE—6-cyl 1% Ww STUDEBAKER—6-55, 117 W. B. 5 Sedan Prince ot Wales 
7 Sedan ...... .:4,245|7 Lim, Brough...4,945 § Posston, 15 7e/6 Standard Sedan 6, Ons faa kw Stang40r4 Com, Roadster, 890 ¢ (uebaron) ...5,595) (LeBaron) ...7,248 
7Limousine ...4,445! ? tea ot 4 yNdOws)..... 75) OUPE ...eeeees '4 Con oadster. . 6 Brougham |Con. Victoria 
CADILLAC-V-16. Series 452 B. 143 W. B. 5 Tudor Sedan. ...490!4 Cabriolet ,..... 595 2dr. Sedan .....875|4 dr. Sedan -++++955 4 Coupe .....-.++ 89015Sedan ......... 890 (LeBaron) ...5,795| (Rollston) 7,400 
Picheo Madies 2Coupe ........ 490/5 4-dr. De Luxe Bus. coupe ......875|Con. Roadster ...955 § st Regis |§ Con. Sedan ... 955 6 Sedan ‘6 Hollywood ’ 
2 Coupe 4.40512 Roadster ..... 4,595 4 Sport Coupe....500| Sedan (2 win.)..630 Sport Coupe ....925|Patrician Sedan ..990 Brougham ..... 890 (LeBaron) .,.5,795{ Spt. Sedan 
5 Stan. Sedan..4,595|2 Con. Coupe ...4,645 * De L. Coupe....5255 Town Sedan.....630 OLDSMOBILE—8-cyl. 11614 W. B. STUDEBAKER—6-55. 117 W. B. 6 Bro. Limousine’ | (Rollston) ....8,095 
CADILLAC—V-16, Series 452 B. 149 W. B. >D@ L. Tudor... .525/5 Con. Sedan...... 640 L-32 Models. Regal Models (LeBaron) ...5,995Tuxedo Cabriolet ’ 
Fisher Bodies 4 Victoria ........580 a 2dr. Sedan ...... 975|4 Dr. Sedan ....1,055 9 Coupe ...94514 Con. Roadster .995 6 Sed. Limousine | (Rollston) ... .8,008 
5 Stan. Phateon.4,695|5 Spt. Phaeton. .4,945 7" see’ Bee, OEE vss 0 975|Con. Roadster ..1,055 4 Coupe .........99515 Sedan ......... 995 (LeBaron) ...5,995)Patrician Coupe 
5 Spec. Pheaton.4,795/5 A. W. Phaeton 8.195 upercharger Airman * Sport Coupe ...1,025/Patrician Sedan.1,090 5 s¢. Regis 5 Con, Sedan....1,060 / Sed. Limousine ! (Brunn) ..... 
CADILLAC—V-16. Series 452 B. 149 W. B. § sedan "*''"'''2'50/Sucedaree ee gap PACKARD—8-Cyl. 130 W. B. Brougham .....995I 7 (ueBaron) ...5,9957 Trans. Town Car 
Smedan eee Teee Retles. sat 5.008 Con. Coupe ....2.295'7 Sedan ....... 2:450 pag Oo wl ge tehe STUDEBAKER—Dictator 62. 117 W. B. ihemereas cause) Teetwood) . Lae 
aaseaded . | Dy ok { s a 5 amo ’ "y : it 
5 Town Coupe..5,095/7 Town Cabriol...5,945 . FRANKLIN I2yL 14a W. B. So temrian eeecce 2,50013 Club Began -..2,775 2 Coupe oie Roadster. 1,030 STUTZ—8-cyl. DV-32. 145 W. B 
7 Sedan ..... ..-5,245/7 Lim, Brough...5,945 5Sedan ..... .-3,200!7 Sedan ....... - = 20ré4 Coupe ...2,595|7 Sedan ...... ..2,835 4 Coupe |.....- 1,030|5 Sedan ........ 1,030 Chateau Series Weymann— P 
7 Limousine ....5,445/ 3-5 Coupe ..... —(|7 Limousine ..... — 5 Phaeton ......2,650/5 Spt. Phaeton...2,950 5 St. Regis - Con. Sedan ..1,095 5 weymann 5 Weymann 
CHEVROLET—6-cyl. 109 W. B. 4Vic. Brougham —!/4 Speedster ..... — 2-4 Coupe Road- {7 Sedan Lim..... 2,985 Brougham ...1,030 Chaumont 5.745 Monte Carlo 
Roadster .........475| Sp. Coupe(5 win.) .575 3-5 Con. Coupe. —| ster ....+++++.2,650/5 Con, Victoria..3,195 squpeBAKER—Dictator 6%. 117 W. B. 5 Weymann "" (Aluminum) ..6,89% 
Sport Roadster...495|5 Coupe ....... ++. 595 GRAHAM—6-cyl. 113 W. B. 5 Sedan ........2,685/5 Con. Sedan... ,3,250 Regal Models Monte Carlo. .5,895 7 
Oo Se 510/Cabriolet ........ 615 Town Sedan .....765|Sedan ........... 795 5 Coupe ........ 2,745] 2Coupe ....... 1,08514 Con Roadster .1,135 Marte 
Coupe (3 win.)...535)Standard Sedan.. .635 GRAHAM—3-cyl. 123 W. B. PACKARD—8-Cyl. 142 W. B. 4Goune .......- 113515 Sedan .........1,135 STUTZ—8-cyl. DV-32, 116 W. B, 
EE gecckunns . .545/Special Sedan..... 650 Blue Streak—Standard. De Luxe Eight 5 St. Regis *" /§ Con. Sedan ...1,200 Super Bearcat Cee. ae 5,895 
Coupe (5 win.)...545iLan. Phaeton..... 650 2Coupe ......... soe Coupe (R. 8S.).1,045 2-4 Coupe . 3,150}5 Club Sedan... .3,395 Brougham .. 1,135! caches Usnndeseseeee ek -5, 
CHRYSLER—6-cyl. 116 W. B. 5Sedan ........ 045 : 5Sedan .......3,243/7 Touring ......3,395 orupEBAKER— Commander 71. 125 W. B. ‘ILLYS-OVERLAND—6 eyl. 113 W. B. 
2-4 Roadster |2-4 Con. Coupe, GRAHAM—8-cyl. 123 W. B. 2-4 Coupe Road- 58pt. Phaeton. .3,590 Siadnnd ahemene” ad Model 6-90 
(R.8.) 5 wire or | RS. 5 wire or Biue Streak—De Luxe. St€F ...+++++-3,250/5 Con, Victoria..3,825 4 o, 1.350\4 Con. Roadster.1,350 2 Roadster ......415|4 Coupe ........ » BAB 
wood wheels...885| wood wheels ..935 2 Coupe ....... 1,070}4 Coupe (R. 8.).1,120 5 Phaeton .... 3.20015 Con. Sedan....3,895 ¢ COUPE st met = "1'350 2Coupe .........515/5 Sedan ....... « » B05 
oe SS), | Se. Som. Sf oS eaan DEON eeyL 119 Fo." S Coupe in. 8.).9,080 Brougham ...1,36015 Gon, Bedan ...11465 5Coach ........:515/4De L. Roadster. 506 
cae OF ON See ee Wat in Business Cones Series 1.050 reccse* ie & & STUDEBAKER—Commander 71, 125 W. B. WILLYS-OVERLAND—S cyl. 121 W. B, 
, i , o> 1.08 ss : ga. odels odel 8-88 
® Syood” wheels. .-695| Coach -.-s-+++1035/Stan, Sedan ...1,098 750008 ojo ie WB Coupe esses 1405/4 Con, Roadster 1452 2 Roadster ......095|$Sedan ........ 795 
CHRYSLER—8-cyl. 125 W.B. *~ “HUDSON. 3. 2 7" Light Eight 5 St. Regis an_....++++1,455 2 Coupe ..... .++-745/4 De L. Roadster.9%5 
2-4Coupe, (R. S.) |2-4Con. Coupe, at  & 5 Sedan ........ 1/450|2-4 Coupe Road- Brougham ...1,455/5 Con, Sedan ...1,570 4 Coupe 12)... ...77315 Custom Sedan, .995 
eels tees) wood ‘wheela’. 105 SU Sedan, ...1,270/Special Sedan ..1,295 5 Coupe Sedan..1,795), ster... :..1.185 STUDEBAKER “Pestiedets °° WILLYS KNIGHT—6 cyl. 113 W. B. 
eeeeee e+, JDSON—8- . 182 A Bs - .5.).1, ” » 
5 Coupe, 5 wire or |5Con. Sedan, 6 . oy BH Ww. SB PACKARD—Twin Six—12-Cyl, 142 W. B. 4Coupe ........ 1,690/5 Sedan ........ 1,690 Model 95 
wood wheels .1,475| wire or wood Touring Sedan..1,445|Club Sedan ..1,495 2-4 Coupe ......3,650/7 Touring .......3,895 5St. Regis 5 Con, Sedan ...1,820 2Coupe ..... 000 c 8ABl4 Coupe ....cccses 118 
5 Sedan, 5 wire or | wheels ....... 695 Brougham .....1,495/7 Sedan .. ....1,595 5 Sedan ........ 3,745|5 Club Sedan....3,895 Brougham ....1,690/7 Sedan ........ 1,799 5 Coach neccnaetere OGM: ccceas oe 298 
wood wheels .1,475! HUPMOBILE—216. 6-cyl. 116 W. B. 2-4 Coupe Road- 5 Spt. Phaeton..4,090 4 Con. Roadster.1,690/7 Limousine ....1,890 WILLYS KNIGRT—6 
CHRYSLER IMPERIAL—8-cyl. 135 W. B. 2Com. Coupe.....995|5 Phaeton ...... 050 | St€r os .seeeees 3,750/5 Con, Victoria. .4,325 sTUDEBAKER—President 91. 135 W. B. meee 2 Ue 
2-4 Coupe, (R. 8.) {5 Con, Sedan 6 4 Coupe (RS).....995/4 Con. Cabriolet.1,050 § Zeacten : ay 5 Con. Sedan....4,395 State Models non 6 
5 wire or wood wire or wood 5 Sedan .........995/4 Roadster ....,.1, oupe ... voy ° 
wheels ...... 1,925'wheels .........2, 195 | HUPMOBILE—222.. 8-eyl.. 122 W. 279 PACKARD—Twin Six—12-Cyl. 147 W. B. $ St Regis” — 5 Con Boden.) 1935 ee } Peo Sotee.. 50 
5 Sedan, 5 wire or | 2 Coupe (RS)....1,2355 Victoria ...... 1,360 7Sedan ........ 3,995|7 Sedan Lim. ...4,195 Brougham ....1,795|/7 Sedan ........ 1,895 “*Over-all iength of chassis instead >f 
5 Sedan ..,......1,295|5 Torpedo Cab. .1,395 (Recent price changes in bold face) 4Con. Roadster.1,795|7 Limousine ....1,995 wheel base, 


wood wheels.1,945/ 
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GABRIEL 


EFFICIENT RIDE CONTROL 


1s more than a showroom demonstration! 


A ride in one of the 1932 cars, 
standard-equipt with Gabriel 
Ride Control, will convince you 














1932 car buyers will demand more thana the utmost precision —INSPECTION 


selling talk or sales room demonstration. of the most rigid character. 
Gabriel Hydraulic Shock Absorbers, 
therefore, are the best in the hand con- 


trol type .. . the first and finest in the 


automatic thermostatic type. 


Dealers whose cars are equipped with 
Gabriel Ride Control insist upon the 
prospect having the sensation of an 


actual ride over all kinds of roads. Regardless of the car you sell, you 


Repeat sales depend upon lasting satis- cannot afford to be in the automobile 


faction. In Gabriel Hydraulic Shock 





business and not be posted on Efficient 
Ride Control. 


Absorbers lasting satisfaction is built in, 


from start to finish ... DESIGN, leak- 


proof and efficient MATERIALS of yin gladly give you all the Ride Con- 
highest quality —-MANUFACTURE of __ trol information you want and need. 


Visit the Gabriel Exhibit, space No. 49, 
at the Coliseum Gallery . . . Gabriel 


THE GABRIEL COMPANY « Cleveland, Ohio 


Automatic | : Hand 
Thermostatic | Controlled 


HYDRAULIC SHOCK ABSORBERS 


i aia 
Oklahom 


a Bankers Conside 
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Dealers Entitled to Credit 


Oklahoma City, Okla., Jan. 30 
(UTPS).—Many Oklahoma bankers 
feel there will be improvement in 
the sale of new automobiles in 
Oklahoma City and other parts of 


the state this year, when figures are | 


compared with sales records for 


1930 and 1931. 

However, they do not expect the 
automobile business to _ register 
what in former years would be con- 
sidered normal business s> far as 
sales are concerned. 

Charles W. Gunter, chairman of 
the executive committee of the First 
National Bank and Trust Company, 
Oklahoma's largest bank, said the 


sale even now afford to buy, he 


said. 

Regarding the prospects for the 
automobile business, he pointed out 
' that in Oklahoma City, as in other 
cities, automobiles are wearing out 
!and should be replaced. Even now 
ithere are many people who could 
buy new automobiles, the same as 
they could purchase other articles, 
if they had a little more confidence 
in the future business outlook, he 
continued. 

Haven described Oklahoma as pri- 
marily an agricultural state, which 
also produces minerals such as pe- 
troleum in large quantities, and has 
some manufacturing, 


Increased purchasing power for 


| 





policy of that bank toward dealer 
loans and credits would be practi- 
cally the same as in preceding years. 

The automobile business of the 
United States and of Oklahoma is 
one of those in the first rank and 
is entitled to banking assistance 
whenever the financial statements 
of the dealers and distributors justi- 
fy loans, Gunter said. He pointed 
out that the First National carries 
a good deal of automobile paper and 
will continue take care’ of its cus- 
tomers. He expressed his opinion 
1932 will show scme improvement 
for the automobile business here 
over the last two years, but will ot 
reach anything like “normal” busi- 
ness 

Automobile dealers and distribu- 
tors can jmprove their credit stand- 
ing and improving the fundamental 
soundness of their financial struc- 
ture the same as other large busi- 
nesses, he said. 

That method is to cut overhead 
costs and reduce other expenses in| 
line with the present volume of 
business, thereby enabling the deal- 
ers to be on a solid footing and 
ready for any increases in volume 
of sales when they come, Gunter 
said. 

Officials of the Liberty National 
Bank of this city reported there is 
mo change in policy toward 
handling of automobile paper. They 
said banks generally are not much 
interested in credit extensions, but 


at present are collecting from vari- | 


ous lines of business. 

Oklahoma City bankers said a 
great part of the automobile paper 
now available is being handled by 
the automobile finance companies 
nationally and locally. 

W. F. Haven, vice-president of | 
the Liberty National, expressed the | 
opinion the Reconstruction Finance | 
Corporation, when it begins opera- 
tions, will help restore confidence | 
throughout the country. Restora-| 
tion of confidence in the nation, in} 
Oklahoma and in Oklahoma City | 
should aid business through in-| 
creased purchases by persons who 


Many of the 


the | 


the rural districts (which means 
much to the automobile business 
and to most other lines of commer- 
cial endeavor) in Oklahoma is now 
at a low ebb because of cotton, 
wheat and livestock prices are~-at 
low levels. Before business can grow 
much better in the rural regions it 
must be possible for farmers to grow 
crops at reasonablep rices and to get 
better prices for commodities al- 
ready held as surplus, he pointed 
out, 

In other words, an upturn in busi- 
ness in Oklahoma will come imme- 
diately with an upturn in the prices 


| for farm products and for oil. 


D. W. Hogan, president of the City 
National Bank and Trust Company, 
said that credits in the automobile 
lines are about the same as they 
have been; that credits in all lines 
have tightened to some extent and 
that automobile credits have tight- 
ened as much or more than other 
lines. 

Bankers consider new car paper 
| more favorably than loans on used 
cars, he said. Under present condi- 
tions many persons are making the 
old car last a little longer and wait- 
ing until they are more certain of 
|the business future to buy a new 
automobile. 

Prospects for the automobile deal- 
er are the same as they are in all 
| lines of business—not very good, Ho- 
gan said, pointing out that business 
}can't go ahead much until there is 
| money to spend. 

The Reconstruction Finance Cor- 
poration should do a lot of good, 
}and@ its benefits should be felt in 
{the automobile business in this city 
;}and state, as well as in other busi- 
nesses, he said. 

Hogan said the present business 
slump might last a month or a year, 
but that improvement is coming. 
Automobile dealers must cut their 
overhead expenses as much as pos- 
Sible, keep sweet about it and wait, 
he advised. These dealers can do 
best in that business and with pa- 





(Continued on Page 19) 


most beautiful 


models displayed at this shozw 
are finished with 


Pear! Lacquer 


Full details and literature will 
be gladly supplied on request. 


RINSHED-MASON CO. 


Manufacturers R-M Automolir 


e Lacquers and Undercoatings 


DETROIT 








FEATURE IN ’32 CARS 


Cleveland, O., Jan, 30.—Gabriel 
thermostatic automatic shock ab- 
sorbers, providing “ride control” au- 
tomatically, will be used on several 
models of 1932 cars, according to 
the Gabriel Company. 

The exclusive vane principles of 
Gabriel shock absorbers, providing 
an increasing resistance as rough 
roads and high speeds are en- 
countered, in combination with a 
thermostat ingeniously constructed, 
provide “automatic ride control.” 

This simple application of a ther- 
mostat automatically adjusts the 
control orifice or valve in propor- 
tion to the internal heat of the 
shock absorber. This internal heat 
is created either by the temperature 
of the day or by the work to which 
the shock absorber is subjected, 

For example, on a normal aay of 
70 degrees F., a drive of ten to fifty 
miles at average speeds will subject 
the shock absorbers to a certain 
amount of work or effort. This work 
or effort will create heat within the 
shock absorbers. Heat naturally 
makes the oil in the shock absorber 
thinner. 

The Gabriel thermostat will auto- 
matically close the adjusting valve 
a sufficient amount to compensate 
for this action, and thus the shock 
absorber is automatically adjusted 
to meet these varying conditions. 

Dealers or owners, with cars of 
previous years or models, may have 
these thermostatic automatic shock 
absorbers installed at Gabriel serv- 
ice stations located throughout the 
world. 


90 MODELS DISPLAYED 
AT G. M, EXHIBIT 
AT HOTEL STEVENS 


(Continued from Page 1) 


orate of all the exhibits under pri- 
vate sponsorship during show week. 

In addition to the latest models 
of Chevrolet, Pontiac, Oldsmobile, 
Buick, La Salle and Cadillac there 
are many features of interest inthe 
special showings of Fisher bodies 
and Frigidaire. Visitors on the first 
day were also interested in the ex- 
hibit showing the use of the new 


|} instrument, the stroboscope, a ma- 
j}chine that creates what may be 


termed stationary motion, in which 
any mechanism can be seen as 
though it were at rest, although 
actually moving rapidly. 

If early attendance figures are a 
criterion, the General Motors ex- 
hibit will attract a larger attend- 
ance than any previous Chicago 
showing 


STUDEBAKER TRUCK 


MAKES LONG-DISTANCE 
TOWING RECORD 


Chicago, Jan. 30.—What is be- 
lieved to be the world’s longest tow- 
ing job was recently completed by 
a Studebaker two-ton truck owned 
by Rodi Towing Service, Chicago. 

“On a Thursday morning at 
a. m. our truck left Chicago with a 
coupe on the hoist that was being 
towed to Denver for the St. Paul 
Fire and Marine Insurance Com- 
pany,” writes John P. Rodi. “It ar- 
rived in Denver Saturday morning 
at 9.30, after being driven the last 
100 miles through a blinding bliz- 
zard and@ ten inches of snow. 

“On Monday the truck left Den- 
ver for Cheyenne, Wyo. The tem- 
perature was 10 below zero ang the 
roads almost impassable. After 
shoveling through drifts four and 
fivé feet high and pulling stalled 


passenger cars, buses and trucks off | 


the right of way, our truck reached 
Cheyenne at 6 p. m. Ours was the 
first truck to get through that day. 

“The following morning, our driv- 
ers left Cheyenne for Kimball, Neb., 
where they had orders to pick up 
a sixteen-cylinder car for War- 
shawsky & Co. of Chicago. The 
truck again fought snow all the 
way to North Platte, 
rived back home in Chicago Thurs- 
day. The entire trip tetaled 2,300 
miles and was made in less than 
a week.” 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


6 | 


Neb. It ar- | 


Springfield, Ill., Jan, 30.—Since 
the introduction of new models 
at the New York show and earlier 
appearance of the new cars in some 
lines, there has been a decided re- 
vival of interest shown by the 
motor-buying public in the city of 
Springfield. 

The first of the new cars to arrive 
was the Buick. The Springfield 
Buick Company reports the best De- 
cember in its history, with January 
running along in fine shape. A. H. 
Penewitt, who has been selling this 
line since 1908, states that he is en- 
tirely satisfied with the way things 
are going and looks for excellent 
business right along. 

The new Cadillac and La Salle 
have caused an increase in interest 
in these lines, according to Ralph 
N. Baker, manager of the Illini Mo- 
tor Company, local dealer. Spring- 
field was away up in sales for the 
year 1931 and Mr. Baker hopes to do 
even better in 1932. The new firm 
also handles the Oldsmobile, taking 
it on last fall. The new models are 
here and meeting with the approval 
of the motor public. 

A. S. Johnson of the Art Ray 
Motor Company is enjoying sales 
in satisfactory number since the an- 
nouncement of the new Pontiac. 
The Pontiac was always popular in 
Springfield, and with the new mod- 
els the dealers here can rightfully 
hope to have excellent business. 

Chevrolet started off with a bang 
with its new line at the Connelly 
; Chevrolet Company. Thousands of 
persons visited the showrooms on 
the day of the announcement, and 
sales have been running right along 
up to the present time. The local 
Chevrolet company stands among 
the leaders in the United States, 
and its operation is constantly be- 
ing held as a model for other Chev- 
rolet dealers. 

The new Graham was a sensa- 
tion on its first showing here, and 
everywhere one heard about the 
Blue Streak. Now that the stand- 
ard models are coming in Central 
Motor Sales is beginning to take 
orders, and everything looks good 
for the local Graham set-up. 

The new Dodges are proving the 
same magnet that Dodge has al- 
ways been in the Springfield area. 
Hatcher-Joseph, Inc., which has 
been with this line since its begin- 
ning, anticipates excellent sales due 
to the new models. 

Willys-Overland has just sent its 
new 1932 cars here and almost on 
the heels of the first showing came 
the surprising price reduction. There 
is no reason why Elliott-Van Brunt, 
Inc., which has been the dealer for 
the last thirteen years, should not 
| have a corking good year in 1932 
with the cars and prices they have 
| to offer. 

Nash has been marking time for 
| the last few weeks, the March an- 
nouncement being a surprise to the 
| trade, but it may be a wise move 
;}to launch new things just before 
the spring buying starts in. The 
1931 models were considered excel- 
lent, and sales were satisfactory up 
to the last few weeks. 
| Hudson and Essex have been 
somewhat out of the local picture 
for several months. The new cars 
have not yet come in, but are ex- 
pected any day, the local auto show 
being at this writing only a few 
days off. The dates are February 4 
to 7. The Hudson and Essex will 
be there. 





has not come in, but, according to 
R. C. Schell of the local dealership, 
much is expected. Mr. Schell has 
just returned from a visit at the 
factory and is he pepped up? 

Plymouth has been going big since 
its introduction last year, much 
business going to this line that or- 
dinarily went to two or three other 
low-priced cars. 

Lincoln has just shown its new 
models and the new Packards are 
due in a few days. Neither Auburn 
}nor Reo has sent in anything yet 
| to local dealers, but they, too, are 
| coming. 

Taken altogether, Springfield 
| dealers have a cheerful and hopeful 
attitude. They are counting heavily 
|on the show to furnish a good pros- 
pect list. Conditions’ here are about 
the same as last year. Springfield 
has had no bank failures and no 
business failures of any size. In- 





At this writing the new De Soto| 


1 








RIDE CONTROLMAJOR |New Models Revive Interest 
Of Springfield, Ill., Buyers 


the same as usual, and the large 
number of state employees here 
helps to keep money in circulation. 


CHICAGO SHOW POINTS 
MOHAIR VELVET TREND 


Chicago, Jan. 30.—One of the in- 
teresting developments in motor 
car interior decoration, which is 
evident from examination’ of the 
cars on view at the Coliseum, is the 
trend toward the use of mohair 
velvet for upholstery. A large per- 
centage of the new models are up- 
holstered in this fabric known as 
mohair velvet. Some flat cloth up- 
holstery is being used, but the trend 
seems definitely to be toward this 
new form of interior finish. 

One fact in this new upholstery 
development is that mohair velvet 
this year is finding a place in cars 
in all price ranges. Even the lower 
price brackets carry out the gen- 
eral trend. 

Mohair velvet, as a matter of fact, 
is not entirely new. It has been used 
for many years, but from time to 
time other fabrics have come into 
vogue in the upholstery trade. How- 
ever, this old favorite with its lus- 
trous beauty, its pleasant feel and 
its ease of cleaning, not to mention 
its long life, has regained all the 
popularity it once had and added a 
host of new friends. 

It is true that mohair velvet costs 
moye than many other fabrics, but 
upholstery experts hold that it gives 
enough additional in desirable qual- 
ities to overcome the single factor 
of price. Remembering this, it is not 
difficult to realize why there has 
been a trend back to this excellent 
type of upholstery. 


SANDT OF N.S. P. A. 
TO ADDRESS N. A. D. A. 


(Continued from Page 1) 


the convention Monday morning, 
although the official call to order 
will not take place until afternoon 
when the entire membership at the 
meeting will assemble for the first 
session. 

The opening gun will be sounded 
by President Frank J. Edwards of 
the association, who will be followed 
by Milan V. Ayres, economist for 
the National Association of Finance 
Companies, His topics will be “An 
Economist's Views of 1932.” Mr. 
Ayres will devote his remarks 
particularly to the prospects for the 
automobile dealer this year both in 


| regard to new and used car sales. 


Ralph Sandt, merchandising di- 
rector of the National Standard 
Parts Association, will follow Ayres 
with a talk on “This Business of Parts 
Selling,” in which he will bring to 
the attention of the meeting the 
importance of maintaining. an ef- 
ficient parts department that can 
be run at a reasonable profit. 

One of the highlights of the Mon- 
day session will be the speech of 
Victor Pope of Akron on “Service 
Sales, the Dealers’ Meal Ticket,” 
wherein he will describe the value 
of the new X-ray machine he is 
using for a thorough inspection of 
motors in cars brought in for serv- 
ice, together with the relation be- 
tween properly servicing cars and 
securing new car prospects. 

The final matter under considera- 
tion Monday will be the proposed 
new dealer contract to be discussed 
by C. A. Vane, general manager of 
the National Automobile Dealers’ 
Association. Vane plans to lay par- 
ticular emphasis upon the possibili- 
ties of eliminating the cancellation 
and fleet discount clauses in the 
prevailing contracts. 


ROYAL BATTERY CORP. 
GETS CHARTER IN N. J. 


New Brunswick, N. J., Jan. 30.— 
A charter was filed at the State 
House, Trenton, for the Royal Bat- 
tery Corporation. The firm will 
manufacture batteries and other 
articles at the building occupied by 
the Antoxylin Chemical Company, 
Jersey Avenue, it is reported. The 
incorporators are: Alfred Foster, 
Larchmont, N. Y.; William Dudde, 
Rye, N. Y., and Russell E. Watson 


dustries are running alone about of this city. 

















CHRYSLER 


has all America asking 


AUTOMOTIVE DAILY NEWS, M 








is any car up-to-date without patented 


FLOATING POWER? 


All of the finer, more beautiful new Chryslers have Floating Power engine suspension, which takes 
first place among engineering developments of modern times. Completely wipes out power tremor 
from both frame and body. Makes the flood of Chrysler power calm and quiet as a millpond. 


Creates an entirely different ‘‘feel’’ in performance. 


IS ANY CAR UP-TO-DATE WITHOUT AN 
Automatic Clutch? 


Completely Automatic. Makes driving supremely 
simple. Nothing for your left foot to do but be comfort- 
able. You don’t have to touch the clutch pedal when 
starting from a standstill, when changing gears, or even 
to use reverse. Makes driving easier for everybody. 
The action of this Automatic Clutch is always soft and 
smooth, never jerky. 


IS ANY CAR UP-TO-DATE WITHOUT A 
Silent Gear Selector? 


It isn’t gear-shifting in a Chrysler any more—it’s gear- 
selecting. When you release the accelerator, you move 
the lever freely into place in any direction without touch- 
ing the-clutch pedal—with the car starting from a stand- 
still or traveling at’ any speed, or when reversing. It’s 
easy ; it’s effortless. You can move the lever as fast as 
you like or as slow as you like—backward or forward 
—the gears cannot clash. 


IS ANY CAR UP-TO-DATE WITHOUT 
Free Wheeling? 


Chrysler’s Free Wheeling is an entirely separate unit at 
the rear of the transmission. When you are free-wheel- 





Yields a smoothness that is impossible to describe. 


ing in a Chrysler, the transmission gears are at a standstill, 
disconnected from both the engine and the rear wheels. 


IS ANY CAR UP-TO-DATE, WITHOUT 
Hydraulic Brakes? 


Chrysler Hydraulic Brakes excel because they are simpler. 
They have fewer parts. They never need lubrication. 
They are always equalized because they equalize them- 
selves. Quicker stops with greater ease. Safer stops 
because of absolutely equalized pressure on all four 
wheels. No “‘side-pull.’’ No swerving. All new taxi- 
cabs in New York are required by city ordinance to have 
Hydraulic Brakes. 


IS ANY CAR UP-TO-DATE WITHOUT 
Centrifuse Brake Drums? 


New and larger brake drums of combined steel and cast 
iron. New type of construction.A steel drum with cast- 
iron lining—the drum and the lining permanently fused 
together. The combination of steel and iron fused to- 
gether makes brakes that last longer, remain cooler, 
retain uniform efficiency — brakes of quick action, soft 
action, sure action, safe action. 


IS ANY CAR UP-TO-DATE WITHOUT AN 
All-Steel Body? 


With today’s congested trafic conditions, steel motor 
car bodies are as vital to safety as steel railway coaches. 
Chrysler steel bodies are of all-steel construction, rigidly 
reinforced and welded into one piece—the kind of con- 
struction you should [have and should demand. The 
entire body is sound-insulated. Wide comfortable seats. 
Unusual leg-room and head-room. Beautiful uphostery, 
fixtures and trim. 


IS ANY CAR UP-TO-DATE WITHOUT A 
Double- Drop Girder-Truss 
Frame? 

The modernizing of the motor car has imposed new 


demands upon automobile frames, as well as other units 
of the car. Chrysler engineers have developed a frame 
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of entirely new design. It incorporates the Double-Drop 
feature, permitting a noticeably low, smart and fleet car 
appearance. By means of the new Girder-Truss con- 
struction, two extra steel members parallel the side chan- 
nels at either side of the engine, giving twofold support 
and strength. Continuing, these members cross over 
diagonally and meet the opposite side channels at the rear, 
forming an amazingly rigid construction. ‘The result is 
multiplied strength and a stable, distortion-proof founda- 
tion for the body. 


IS ANY CAR UP-TO-DATE WITHOUT 
Oilite Squeak- Proof Springs? 


Regardless of mud, snow, ice or dirt, these springs will 
not squeak. Springs that never need lubrication. The 
steel leaves of the springs are separated by Oilite—a 
patented metal that contains its own lubrication. These 
great springs are standard onall three new Chrysler Eights. 


IS ANY CAR UP-TO-DATE WITHOUT 
Chrysler Speed and Pick-up? 


You may never care to drive 75——-85—90 miles an hour, 
but the great power that makes these speeds possible 
makes Chrysler performance, at any speed you choose 
to drive, the most enjoyable performance under the sun. 


IS ANY CAR UP-TO-DATE WITHOUT 
Effortless Steering? 


Women especially enjoy Chrysler steering. It not only 
makes driving easier, but it is so much easier to get in 
and out of parking spaces. And Chrysler steering is 
protected from road-shocks. 


IS ANY CAR UP-TO-DATE WITHOUT 
All These Other Features? 


Besides all its new outstanding superiorities, Chrysler 
retains the following important basic features—pioneered 
or popularized by Chrysler and features of Chrysler cars 
for years: In the Eights, a 4-speed transmission with 
internal Dual High Gears; in the Six, a Silent-Second 
Easy-Shift Transmission; all have the high-compression 
engine; full force-feed lubrication; ventilated crankcase; 
aluminum alloy Invar Strut pistons; counterweighted 
crankshaft; modern fuel system with fuel pump; oil 
filter; air cleaner and intake silencer; noiseless spring 
shackles; cow! ventilators; small base wheels and large 
tires; adjustable front seat; interior sun visors; indirectly 
lighted instrument panel; treadle-type accelerator—and 
many other features that add to Chrysler efficiency and 


Yhrysler value. 
Chrysler value a 





NEW CHRYSLER SIX, five body models........ 


(Automatic Clutch on all Sixes, $8 extra) 


NEW CHRYSLER EIGHT, five body models. . .$1435 to $1695 


All prices f. @. b. factory. Duplate Safety Plate Glass standard on Custom Eights. Obtainable on Six and Eight Sedans, $17.50; on Imperial Sedans, 


$885 to $935 


NEW CHRYSLER IMPERIAL EIGHT, three body models............ $1925 to $2195 


NEW CHRYSLER IMPERIAL CUSTOM EIGHT, six body models... .$2895 to $3595 


20; all 2-passenger Coupes, $9.50. 





See the New Chrysler Cars at the Automobile Show—or at the Congress Hotel—or in Dealers’ Showrooms 


More dealers signed the Chrysler franchise at the New York Show than at any previous show in many years. Simply because all 
the new Chryslers have Floating Power, the greatest engineering development of modern times—together with many other real 
developments that have to do with the operation, comfort and value of the cars. Real things to talk about—to demonstrate—to 
turn the sale. It’s the merchandise that makes successful merchants—merchandise like these new Chryslers. We invite all auto- 
mobile dealers to examine the Chrysler line—and remember, too, that the Chrysler franchise includes the fast-selling, big-volume 
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PLYMOUTH. Complete information will be given in confidence to anyone who is interested in a big opportunity for success. 
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DEALERS BRING BANKERS) SUCCESS IN 1932, 
TO PONTIAC MEETING; OR FAILURE, DEPENDS 





GET YOUR COPY 
Who’s Who, Why, 
Where! 


Free to the Trade To-day 


The only complete list of trade visitors to the 
Chicago Show, their titles, hotel locations, etc. 


No other publication in the automotive industry 
offers in any form so complete a tabulation as 
that published by Automotive Daily News. 


Copies to those in the trade may be obtained 
at show booths, the press room, at the show, 
floor clerks and newsstands at hotels and other 
places where Automotive Daily News will be 
found every day during the Chicago Show. 


There will be no charge either for “Who’s Who” 
or for the Chicago Show issues of Automotive 


Daily News. 


to Advertisers 


publication if copy has to be set. 


Wire New York office if 
you want to use the Wednesday, 
Thursday or Friday show issues. 


Announcement 


Chicago Show issues of 
Automotive Daily News close 
9 A. M. sharp day preceding 
publication for complete mats or 
plates. Two days preceding 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 
DETROIT OFFICE: Geo, M. Slocum, Manager 
Fisher Building, Detroit, Mich. 
WESTERN OFFICE: Willard R. Cotton, Manager 
333 No. Michigan Ave., Chicago, Ill. 
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pal speakers at the luncheon, the 
details of which are in charge of 
W. L. Pavlovski, Chicago zone man- 
ager. 

Exclusive of Pontiac executives 
the guest list will include D. P. 
Brother, director, and J. E. Grimm, 
assistant director of Genera] Motors 
advertising; Wade H. Leach, N. C. 
Dezendorf, George F, Benkhart, and 
J. H. Blackmore of General Motors 
Acceptance Corporation; E. E, Hut- 
cheson, Chicago branch manager of 
General Motors Acceptance Cor- 
poration; Paul W. Seiler, president 
of General Motors Truck Corpora- 
tion; C. E. Dawson and W. L. Shaff- 
ner of General Motors Fleet Sales 
Corporation; A. L, Deane, president 
of General Motors Holding Corpora- 
tion; L. F. Skutt, president, and L. 
L. Linehan, general manager of 
General Motors Management Ser- 
vice; L. H. Stambaugh, director 
service section of General Motors; 
H. T. Ewald, president, and Fletcher 
D. Richards, vice-president of Cam- 
bell Ewald Company. 


FOY SAYS PLYMOUTH 
PLANS ‘THRIFT CAR’ 


(Continued from Page 1) 


rector of sales for the Plymouth 
division. 

President Foy said that factory 
production was not going through 
fast enough to meet the demand, 
but within ten days deliveries will 
be made to dealers in quantities. At 
the opening of the Detroit show, he 
said, thirty-five De Sotos were sold 
during the week, while at Milwau- 
kee twenty-one were sold, and in 
Philadelphia nineteen during the 
first four days. Newark bought 
twenty-one the first five days, 
Brooklyn fifty-one in five days and 
at the New York show 182 De Sotos 
were sold. F. L. Rockelman, presi- 
dent of the Plymouth corporation, 
and Robert Nash of Chrysler Motors 
truck division also spoke at the 
meeting. 

The first sale made at the Bostcn 
show was exactly six minutes after 
the show opened, a Hudson to 
George F. Bridges of Jamaica Plain, 
a salesman for the John Hood 
Dental Company, and beat the New 
York record by one minute. 


PROPOSE PUBLICITY 
PATENT APPLICATIONS 


(Continued from Page 1) 
| following their filing in the Patent 
Office. 

He said that under the present 
system of secrecy a great many 
hardships occur, sometimes at con- 
siderable cost to inventors and 
manufacturers unaware of the un- 
disclosed applications which they 
infringe. 

The commissioner of patents, 
Thomas E. Robertson, said it would 
be a breach of faith to undertake 
that policy with respect to applica- 
tions already on file, submitted 
under a law in which their inven- 
tions are safeguarded from others, 
but that if required under future 
legislation it should apply only to 
patents thereafter applied for. 


EARLY INTEREST KEEN 
AT CLEVELAND SHOW 


(Continued from Page 1) 


new products of the industry’s best 
efforts. 

Arthur (Bugs) Baer, humorist, 
and Richard H. Grant, sales man- 
ager of the General Motors Corpo- 
ration, were the speakers at the 
civic luncheon preceding the formal 
opening of the show. Arthur Bris- 
bane, journalist, who was to have 
been a speaker, was compelled to 
cancel the engagement because of 
illness. The luncheon was spon- 
sored by the Cleveland News and 
fifty civic organizations. 

At the speakers’ table weve Har- 
old E, Burton, mayor of Cleveland; 
David S. Ingalls, assistant secretary 
of the navy; Walter.C. Baker, pio- 
neer manufacturer of electric au- 
tomobiles, and F. B. Stearns, an- 
other pioneer automobile builder. 


ON SALES DIVISIONS 
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sales manager to work out an ap- 
proach to these prospects that will 
prove effective. Nine failures out of 


ten in canvassing result from the 
fact that the salesmen are not 
trained in the art of converting 
suspects into prospects. Here are 
two ideas which have proved suc- 
cessful, but they might not apply 
at all to conditions in your town or 
in your business. I give them to you 
as examples of intelligent, individ- 
ual work on the part of dealers in 
developing a sound canvassing tech- 
nique. 

Perhaps some of you dealers and 

salesmen present feel that you 
haven't time to devote to canvasing, 
or creative selling, as I prefer to call 
it. I have heard that story, but 
have never known of a case where 
investigation proved that it was 
true. I am going to give you the 
results of an alalysis of a large 
number of prospect files which tells 
a story of vital importance. This 
analysis showed that 92 per cent. of 
cars sold were to prospects listed 
| four weeks or less. It showed that 
|70 per cent. of the average sales- 
man’s time was spent in calling on 
prospects over four weeks old. I 
want to be sure you get that, so I 
;am going to repeat it—92 per cent. 
of the cars sold were to prospects 
listed four weeks or less, but the 
average salesman was devoting 170 
| Per cent. of his time to calling on 
people listed four weeks or more. A 
very high percentage of the time 
salesmen spend calling on people 
listed four weeks or more is wasted. 
The same time devoted to creative 
selling would return far greater re- 
sults; in fact, I believe it would re- 
sult in double earnings. It isn’t hard 
; to understand why salesmen prefer 
| calling on a dead prospect rather 
| than trying to dig up a live one, for 
| if we are frank with ourselves, we 
| will admit that we are all so af- 
| flicted. Breaking in a new territory 
jis a far tougher job than calling on 
old customers, or old prospects, for 
that matter. A salesman isn’t fair 
to himself if he follows the line of 
least resistance; a dealer isn’t fair 
to him if he permits him to get 
away with it. 

Converting suspects into prospects 
|is the most important phase of the 
selling job of 1932, but not the only 
job that has to be done well if we 
are to realize on our sales potentiali- 
ties and get the business at a profit. 
We must substitute planned selling 
| for the hit and miss methods that 
are still employed too generally. We 
; must give our prospects planned 
| demonstrations instead of rides. Al- 
| most every factory has available a 
| sales course which contains infor- 
|mation showing how to present the 
merits of the prceduct in question to 
best advantage. Every dealer or 
sales manager should, as a matter of 
good routine, lay out a planned 
demonstration route which will 
show the performance of his car in 
a convincing manner. And now I 
am going to give voice to a great 
maxim that you all know, but apply 
very little—don’t give any prospect 
an appraisal on his used automobile 
until you have given him both a 
sales presentation and a road 
demonsiration of your new car. 
During 1931 this industry sold prop- 
ositions and not automobiles. The 
standard approach of most salesmen 
was, “Mister, I am prepared to make 
you a deal on your old car you can’t 
turn down.” Unless we about face 
and sell our new cars first, sell them 
thoroughly and couple that with an 
intelligent buying of the used car, 
we will give away another hundred 
million cr so of potential profits this 
year that could be secured by 
sounder salesmanship, 





| 


‘BRITISH COLUMBIA’S CAR 
| REGISTRATIONS OFF 1,000 


Vancouver, B. C., Jan. 30.—Auto- 
mobile registration in the province 
of British Columbia during the year 
1931 dropped by about 1,000 cars, 
according to official returns. A total 
of 96,498 cars were registered in the 
province during the year. This in- 
cluded 79,699 passenger vehicles and 
16,799 commercial vehicles. The total 
during the previous year amounted 
to 97,586. 
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cars are discussed, the new Supercharged [n addition to these big exclusive sales 
Airman is all the talk. The Franklin dealer features, Franklin has all the important 
has a scoop this year. From the moment advantages offered by any other fine car. 
the car was announced it took hold. It has 





THE SUPERCHARGED ‘AIRMAN SEDAN ‘ee ie Pe eee h Franklin is all the talk and it is proving 
Supercharger—Spot-controlled temperature — Pressure stimulated t € imagination and t e pocket- to be all the buy too Now is your 
air-cooling— Airplane engine—Free wheeling—Syncro- books of the American public. 1932 will ; : , 
mesh — Selective ride control — Startix — Full elliptic s opportunity to sell the only exclusive car 
springs —Sound-proof insulation—Intake silencer— stand out as a great Franklin year. 


in America. Examine the new Airman in 
Just think what Franklin offers: SUPER- every detail, then come to us and let’s 


KRANKLIN CHARGER; AIRPLANE engine; talk about 1932. Franklin Automobile 
‘ SPOT-CONTROLLED temperature; Company, Syracuse, New York. 


Safety vision— Non-shatter glass —Aero streamlining. 
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Factories Hamper Dealers 


Kansas City, Jan. 30.—If there is 
a great surge of automobile buying 
“just around the corner” the bank- 
ers of Kansas City stand ready to 
aid the automobile dealer in every 
legitimate but there is no 


tendency on their part to urge the 
It is a “cold blooded” 


way, 


dealers on. 
proposition with them, with many 


legitimate arguments as to “why the | 
automobile dealers do not deserve | 


any special consideration.” 

One banker, long in close contact 
with the automotive industry In 
Kansas City, says that the most Im- 
portant factor in hampering the 
credit arrangement; with automo- 
bile dealers lies with the manufac- 
turers. 

‘Dealer contracts with the manu- 
facturers,” he said, “are, in most 
cases, just ‘another scrap of paper. 
The contract very often is a credit 
liability instead of an asset. Fac- 
tory interference and ‘supervision 


often is of such a nature that the | 


dealer in reality is little more than 
an employee of the factory 

“In some respects he is not as well 
off as a salaried employee, as he is 
forced to risk his own money—and 
what he can borrow—on the possi- 
bility of making money on sales, 


while hovering back of him is the 
‘cancel 


foar that the factory may 
him out,’ order him to make 
changes, cut prices or change 


models; virtually force him to bid 
high on uSed cars on trade-ins to 
keep up his quota, and a score ot 
ther things. 

. “True, many of the evils of the 
past decade have been eliminated, 
but the factories still hold to many 
of the practices that have been a 


dealers throughout the history ot 
the business.” 

Another banker, less inclined to 
criticism of the factories and 
dealers, declared that “the reliable 
and substantial dealers and distrib- 
utors in Kansas City will never have 
to lose business for lack of banking 
support as long as they keep their 
business on a business basis.” 

This banker asserted that most 
of the dealers who had encountered 
financial difficulties here in the last 
tew years could lay most of their 
trouble to “poor judgment in used 
car trade-ins.” He said that while 
often the dealers permitted them- 
selves to be “stampeded” into “long 
trades” on used cars to make good 
showings with the factories, he be- 
lieves that the dealers themselves 
are more often to blame. 

“Dealers the last year or so have 
been brought to realize better than 
ever before that profits on new car 
sales that are in the used car lot 
and not in the 
much,” this banker asserted. 

Many Kansas City dealers and 
distributors are men financially able 
to carry most of their own load. 
Bankers who handle their business, 
naturally, are “friendly toward the 
automobile dealer.” 

Distributors here assert’ that 
bankers throughout the Kansas 
City territory, are very liberal to- 
ward the dealers in the smaller 
towns and cities. One large distrib- 
utor asserted that in almost a score 
of years his company had never 
experienced any real difficulty 
through dealers being unable to 
obtain proper credit from their 
bankers. 

C. F. Rouze, manager of the Gen- 
eral Motors Truck Company branch 
here and president of the Kansas 
City Motor Car Dealers’ Association, 
in commenting along this line, said 
that the credit conditions in the 
Kansas City territory had improved 
greatly in the last year. 

“From a wide survey we have 
made,” Mr. Rouze said, “I am con- 
vinced installment credits in this 
territory have been reduced at least 
7 per cent. during the year just 
past. Some experts place the figure 
as high as 90 per cent. The 75 per 
cent. figure is, I believe, a conserva- 
tive one. 

“Conditions are showing a gradual 
improvement. The ‘dollars in hid- 
ing’ are being put into circulation. 
When these dollars—and there are 
plenty of them to make every sign 
of depression disappear—get fully 

into action the automobile industry 
is going to get its full share. The 
fear that has been in the minds of 


thorn in the flesh of the automobile | 


; the bankers, the business man and 
the average citizen is giving way to 
a feeling of confidence. By spring we 
will see things greatly improved. By 
the third quarter normalcy will be 
with us agairr.” 


DEALER CUSTOMERS 
GETTING ASSISTANCE 
OF DENVER BANKERS 


Denver, Col. 
here are taking care of their auto- 
mobile dealer customers. That fact 
was brought out in interviews with 
an Automotive Daily News repre- 
sentative. They are keeping close 
to their own field, however, and are 
not reaching out for business from 
the outside, 

One banker stated that of late a 
number of automobile dealers from 


Jan, 30.—Bankers 


neighboring states had come into 
| the bank seeking loans on the pur- 
|chase of new car stocks. When 


| asked why they had come to Denver 
for the loans they replied that 
bankers in their part of the country 
seemed partial to the farmer and 
were loaning them money and let- 
ting the automobile dealer seek else- 
where for capital. 

“That seemed to me to be a very 
narrow attitude,” remarked the 
banker. “The automobile dealer de- 
| serves our help just the same as 
anyone else. We turned down these 
requests from cutsice our state, as 
we did not feel that we were suf- 
ficiently acquainted with these deal- 
ers to warrant our doing business 
with them—it was a case for them 
and their own bankers to iron out 
We have our own patrons to take 
care of—men who have been in the 
automobile business here in Denver 
and whom we know to be respon- 
Sible business men.” 

Denver bankers seem just as ready 
to help the automobile dealer as 
any other business man. It is strict- 
ly a matter of business with them. 
They go into the matter thoroughly 
and act accordingly. 

One banker showed the repre- 
sentative of Automotive Daily News 
a statement of one dealer for the 
past year with most of the figures 
in the red. “That may look pretty 
bad to you,” he ventured, “but it 
is not nearly as bad as it looks. 
This dealer takes out a pretty big 
salary for himself, which he can 





| put back into the business if needed. 





bank don't help | 


One of our dealers came in and 
talked the matter over the other 
day with us, and by reducing his 
own salary he was able to put his 
figures out of the red without hurt- 
ing himself to any great cxtent.”’ 
This banker advised dealers to 
keep in close touch with their bank- 
ers. Go in and talk the matter over 
with them and plans for bettering 
the business can be worked out for 
the good of the bank and the auto- 
mobile business. Let the banker 
know of your plans for the future: 
what you are doing at the present 


| time in pushing sales and the like. 





It is the opinion of Denver bank- 
ers that business in general will be- 
gin showing a marked change for 
the better in about six months or 
less. That will be during the sum- 
mer months, and, as a result, the 
automobile incustry in the Denver 
section is due then for a good ip- 
crease in Sales, they feel. From 
then on, they expect business to 
pick up gradually and be back on 
its feet in a substantial way early 
in 1933. 

Business in Colorado, they point 
out, has not been hit as bad as in 
some other sections of the country 
—it is on a firm foundation right 
now, which is shown by the very few 
bank failures in Colorado during 
the past year. There has not been 
a bank failure in the state now for 
some little time, which speaks well 
for the business situation in the 
Denver selling district. 

Summing up the situation, it is 
found that Denver bankers are tak- 
ing care of their automobile dealers, 
but are not plunging into new ven- 
tures without good and sufficient 
reasons. They are not worrying 
about the ability of their customers 
to take care of their »usinesses, and 
they see for them increased sales 


not a great many weeks away. 


-| UPTURN LOOKED FOR 


IN ST. LOUIS SECTOR 
SALES WITH SPRING 


St, Louis, Mo., Jan. 30 (UTPS).— 
Although there has been no ma- 
terial increase in the sale of new 
automobiles St. Louis following 
the announcement of new models, 
there has been a decided increase in 
activities which has been enough 
to convince dealers that there will 


: 
in 





be a sales upturn although it is ex- 
pected to be slow. 

In a recent survey dealers re- 
ported much interest had been 
shown in new models although the 
turning of that interest into actual 
sales was progressing slowly. Dealers 
all report a list of more active 
prospects than they have had with- 
in the past year. 

Several things have contributed 
to the interest shown by the St. 
Louis public. Lower prices, latest 
developments in automotive engi- 
neering and the fact that many 
persons find it necessary to pur-| 
chase a new automobile are three | 
sufficient reasons why dealers feel | 
that a substantial increase in new 
car sales will result. With activi- 
ties showing an increase of from 50 
per cent. to 100 per cent., dealers 
are looking for the annual spring 
Sales to show an upturn of 25 per 
cent. to 50 per cent. 

The attitude of St. Louis dealers 
is well stated in the views of F. A. 
Yardley, salesmanager of Milstrand 
Motor Company, Plymouth and 
Dodge dealer. “Actual sales are not 
up at present,” Mr. Yardley said, 
“but activity which will result in 
Sales has increased 100 per cent. and 
should show a spring increase of 
new car sales of 50 per cent. or bet- 
ter. Many persons have found it 
necessary to purchase new automo- 
biles. Business this year will be 
more competitive than ever. How- 
ever, we have every reason to be- 
lieve that the automobile dealers 
will be in a more sound position 
than ever before.” 

Steiner-Fahrenkrog, Reo dealer, 
is another company showing a sales 
increase since the beginning of the 
year. Mr. FPahrenkrog says he looks 
forward to a better spring business 
and believes there will be numerous 
replacements. 

All dealers are looking forward to 
the show, February 7-13, to ma- 
teriaNy increase buying interest. 
Several factors of the 1932 show 
should be distinctly in favor of the 
downtown dealers, This year the 
show will be held in the downtown 
district, in the new Merchandise 
Mart Building, and not, as hereto- 
fore, in the Arena, which is in the 
west end of the city. 

Commercial cars and accessories 
will not be exhibited at this year’s 
show. Only passenger cars will be 
Shown. St. Louis distributors will 
Show twenty-seven makes of motor 
cars and will occupy the 100,000 
square feet to be utilized in spaces 
ranging from 1,800 to 5,000 square 
feet. 

Dealers feel that because the show 
will be held in the downtown area 
and will be devoted to passenger 
automobiles it will attract thousands 
of persons who are employed down- 
town and who will be able to visit 
the exhibits at all times of the day. 
The officials of the show decided to 
hold the show downtown only after 
they were convinced that it would be 
within easy distance of the largest 
group of people actively interested 
in the ownership and maintenace 
of new automobiles. | 


SPRINGFIELD SHOW 
IS AIDED BY RAIN 


Springfield, Mass., Jan. 30.—Out- 
of-town visitors flocked to the auto- 
mobile show in the Auditorium in 
great numbers, the management 
stating they outnumbered the local 
guests at the close of the third day. 

Adverse weather, instead of keep- 
ing visitors away, seemed to draw 
them in. The remarkable feature 
of the day, according to Harry W. 
Stacy, manager, was that more 
visitors came in the morning when 
the storm was at its worst than on 
any other morning of the show. 

Salesmen are finding an unusually 
large number of real prospects 
among show visitors, and anticipate | 
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Feet on Ground, See Upturn 


Milwaukee, Wis., Jan. 30.—Mil 
waukee and Wisconsin automobile 
dealers are looking to 1932 prospects 
with a safe and sane aspect, refus- 
ing to make any rash predictions, 
but.certain, nevertheless, that sales 
will show an upward trend during 
the year. 

Ralph Hult, Capital Garage, Mad- 
ison, newly elected first vice-presi- 


}dent of the Wisconsin Automotive 


Trades, Inc., anticipates an increase 
in the automobile business in 1932 
of between 10 and 20 per cent. over 
that of 1931. . 

“Due to curtailment of buying in 
1931, it is going to be necessary in 
1932 for many people to replace 
their old cars, which normally would 
have been replaced in 1930 or 1931,” 
Mr. Hult said. “Many people have 
prolonged the use of their cars be- 


latest models, while seven truck 
dealers maintained truck displays in 
Machinery Hall in connection with 
the automobile show. 

Twice as many prospects were ob- 
tained at the 1932 Milwaukee auto 
show as were secured last year, ac- 
cording to N. P,. Hanson of the Pack- 
ard Motor Car Company. Five cars 
were sold at retail on the floor dur- 
ing the show, and Mr. Hanson is 
quite optimistic concerning pros- 
pects for the future. 

Prospects for 1932 are promising, 





cause of general business conditions | 


and will soon find it necessary to| 


invest in new automobiles.” 
The twenty-fourth annual 
waukee Automobile Show, 


Mil- 
which 


| closed January 23, was classed as 


of the most successful of its 
kind. Palmer E. Hanson, show man- 
ager, estimated that the sales for 
the eight days of the exhibit totaled 
$750,000. The total attendance for 
the week was 91,129, or approxi- 
mately the same as a year ago. 
Sales for the week, many of them 
the culmination of sales efforts over 
a number of weeks, were attractive, 
according to dealers. Prospects ob- 
tained promise a continuation of 
sales. Thirty dealers displayed the 


one 


Utah Bankers Rate 





| 


in the opinion of A. C. Hall, head of 
the Hall Chevrolet Company, Inc. 
One of the first fleet truck sales in 
Milwaukee was made by the Hall 
concern at the automobile show, 
with the sale of five three-ton 
Chevrolet trucks to a local cartage 
concern, 

Brown-Rehagen, Inc., newly ap- 
pointed Hudson-Essex dealer, is 
looking forward to a good year. G. 
A. Brown, president of the agency, 
was with the Hudson factory for 
five years and also zone service 
manager in the Cincinnati territory. 
Al Rehagen, secretary and treasurer 
of the company, served for ten years 
as shop superintendent with the 
Jesse A. Smith Auto Companr, for- 
mer Hudson-Essex distributor, and 
for six years was service salesman. 

H, A. Klees, Milwaukee branch 
manager for the Buick Motor Com- 
pany, states that indications are 
good for 1932, and that the public 
has accepted the new Buick lines 
in a highly satisfactory manner. 


Dealers’ 


Credit With Other Business 


Salt Lake City, Utah, Jan. 30.—/{ statement of his financial condition 
Generally speaking, the Salt Lake | every Month. The feeling was that 


City bankers are not looking upon 
the automobile dealer as a poorer 


credit risk at this time than his | 


fellow merchants. 

The head of one big bank summed 
up the situation here pretty well 
in an interview with the Automo- 
tive Daily News correspondent when 
he said: “It seems that every one 
has lost confidence in everything, 
but we don’t feel that the auto- 
mobile firm is necessarily a poorer 
credit risk from the banker’s stand- 
point than others.” He said he felt 
that the automobile business along 
with other lines of business is on 
the uptrend and the credit stand- 
ing improving as a result. 


An official of another important | 
bank in the city said: “We will ex- | 
|a bit of what it has lost by spring 


tend credit to an automobile dealer 
at this time just as readily as to 
any other business man if his credit 
looks good, but he must have a good 
standing.” 

Another banker said: “We are 
very careful in extending credit at 


present, and this does not apply to | 


the automobile man any more than 
to others. To us the automobile 
business is not necessarily to be 
feared as a credit risk; everything 
depends upon individual ratings.” 
The suggestion offered for improv- 
ing the automobile dealer’s credit at 
the banks was that he submit a 





SELLING WELL AHEAD 
OF LAST YEAR, REPORT 
OF CAROLINA DEALERS 





Charlotte, N. C., Jan. 30.—Auto- |! 


mobile dealers of Charlotte are ex- 
periencing a selling period for new 
cars that by far outstrips the same 


period of 1931 and are pointing to 
the long talked of turn of the de- 
pression as being at hand. Sales of 
new cars by most dealers are in ex- 
cess of sales of the same period last 
year, and are attributed not ofily to 
attractive new models, but chiefly to 
a new buying power that has come 
into effect in this section since the 
first of the year. 

Despite the inability to trade for 
used cars of higher price classes, the 
new car sales of the Pyramid 
Chevrolet Company in the first 
three weeks of January excceded 


the time payment plan had been 
overdone, but not in the automobile 
business more than other lines. 
The bankers urged that automobile 
dealers be watchful and eliminate all 
unnecessary expenses of operation so 
that their net profits may be as 
large as possible. 

Most of the bankers called upon 
Stressed the importance of restoring 
confidence if business conditions are 
to improve. Anything which will 
restore confidence, they declared, 
would be proper at thi: time. Some 
were enthusiastic over the Recon- 
struction Finance Corporation, and 
thought it would accomplish much 
good. 

Practically all called upon say the 
tide beginning to turn and looked 
forward for business to recover quite 


and early summer. There were no 
actual pessimists. With perhaps one 
exception, the depression was be- 
lieved to be due in quite a large 
measure to the desire of the Amer- 
ican people to live beyond their 
means. This had, they said, re- 
sulted in building too many and 
too large factories, and in stretching 
credit terms beyond the natural 
limits; then came a slump in the 
stock market, a symptom that all 
was not well, and then every one 
lost confidence and things went 
from bad to worse. 


Anderson, head of this company. 
“Used cars are cheaper now than 


they ever have been,” he said, “al- 
though dealer stocks are not partic- 
ularly heavy for this period of the 
year. The impression created by the 
new Chevrolet was exceptionally fine 
in Charlotte, and if we had been in 
position to take advantage of every 
opportunity to sell a new car by 
taking a used car in trade we could 
have sold three times as many cars 
as we have so far this year,” he ex- 
plained. 

In the first twenty days of this 
month the Westbrook-Norfleet 
Company, dealer here in Dodge and 
Plymouth lines of automobiles, sold 
more cars than were sold by this 
concern in all of January last year, 
according to H. L. Bell, secretary 
and sales manager. 

“The public is feeling better, and 
by March we expect the automo- 
bile sales volume will be very good,” 
he says. The new model Dodge 
cars recently announced have proved 


a much improved spring busines¢ as| the total for the entire month of | most acceptable to the motoring 


a result of this show. 


January @ year ago, 





said Fred public here, Mr. Bell reports. 
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Auburn 8-100 | —|— —|Cha USL|— ~~ |— —|— —|— aja | — — | Day *Del 
Auburn 12-160 |— —|— — | Cha USL L | — —_i— —|— Cor | Cor —|— — — | Day *Hou 
Austin | |NE  —|K-S BS|Cha USL | — —|- —|Duc —/|—  —|— jCen_ Cen|/— _ Own 
Buick 32-50 |ac —| AC — | AC DR | AC No | — —|Duc Gu|Gui —|]— |— —|K-H “Del 
Buick 32-60 | AC — | AC — | AC DR | AC No | — — | Duc Gui | Gui —|— |— — | K-H *Del 
Buick 32-80 | AC — | AC — | AC DR | AC —_|— -| Duc Gui | Gui —|— |— — | K-H *Del 
Buick 32-90 |AC —{|AC ©—/AC DR{jAC —j|— —|Due Gu/Gu —/-— —|K-H "Del 
Cadillac 370 B — —|— ~ | AC DR | —  —_—_—_ —|— Gui/Gu Sec|/— | — _—-/|knR 
Cadillac 452 B — —|— — | AC DR | — —|— —|— Gui | Gui Sec|— | — — | K-H * 
Cadillac 355 B B_ — — | — | AC DR | — on | os = | — Hal Gui Sec!— | — —|— . 
Chevrolet | Ac  —/|AC DR | AC * | AC — | Tern —| Duc Gui | Gui —{* |iOwn Own | Own Del | 
Chrysler 6 = No | Yes —|— — | Yes Yes | No No|— —|- —-|* |- -|—- — 
Chrysler 8 _ — | Yes —|— Wil | Yes Yes | No No | — —-|— —|°* — —!|— — 
Chrysler Imp. 8 — Yes | — —|— Wil * Yes Yes | No No | — —|-— —j|* — —_\— ~ 
Chrysler Im. 8 Cus. | |— Yes | — —|— Wil | Yes Yes | No No | — —|— —j|°* — —_|— — 
Cord Front Drive | Ste No | Mot-M DR | Cha USL | Ster Cas | GR No | Mur Ind | Ind —|No | ASP_ ASP | Day Hou 
De Soto Six | NE__No | Mot-M_DR | AC Wil | Yes No | Yes Yes | Duc Cor |Hal —|No | Yes Yes|— Del 
De Vaux | 6-80 | Ste _ No | Mot-M Yale — 1c | Cha ‘Pre | | Mot-h Mot- M_! No | No No | “Due JB|JB_ —|No_ Gen _ Gen _Motow — ‘Hou 
Dodge Six | NE —|AC  DRj{AC wil | AC —|vs vs" | “Ditz Cor | Cor Opt|— | Yes Yes | Budd Del 
Dodge Eight |NE  —]/ac DR | AC Wil|}AC /—J|VvS VS | Ditz Cor | Cor Opt|— | Yes Yes | Bude Del 
Durant 621 (DR No | Mot-MAut-L| AC USL | Mot-M No | No No | | Rin Cor | Cor No | No - — | MotoW Mon 
Durant 622 __| DR ___No| Mot- M Aut-L | _AC USL | Mot-M_ No | No No | Rin Cor |Cor Noj|No | — — | MotoW Mon 
Essex Gr. Su.6 | Ste —j|Mot-M Ele|AC Ex K-S  — |— —|—  JB|JB Dup|— |— — | MotoW *Mon 
Ford A | Var —| Own Ele | Cha Own | — —|— —|— Own|/— TriJ]— | Own Own Jk 
Franklin Airman | NE Borg | Yes —|— —|— Yes | — Yes| Yes —|— Yes|— i 
Graham 6 | NE — | K-S Her | Cha Wil | K-S No | Yes ‘No No | * Hal | Cor LOF | No | ASP ASP ASP | Motow Del 
Graham BL. Str. | | Ste K-S Her | Cha wil | K-S No | | Yes No | * Cor | No tLOF | No |‘ASP +tASP | MotoW ‘*Del 
Hudson Gr.8 —_| Ste —|Mot-M Ele/AC  Ex|K-S- — | — —|— Hal | Hal Dup | j— |— —| MotoW “Gab 
Hupmobile 216 =| Ste No | Mot-M Ele | — Wil | Mot-M No | — — t- Hal | Hal No|No | — at Gab 
Hupmobile 222 | Ste No | Ste Ele | — Wil | Ste No | — — | Var Hal|Hal No|No | — —|- "Gab 
Hupmobile 226 ~—s| Ste No | Ste Ele | — Wil | Ste Cas | — ~~ Var Hal|Hal No|No | — —|— *Gab 
La Salle 45B |—- — | — —_—| AC DR | — 9 —|—  Hal| Hal Sec|;— | — —|K-H * 
Lincoln 8 | NE Thom | K-S Her | Cha Ex | Mot-M Cas | Cuno Yes | * Hal | Own Tri|— | Bif  Bif| Own Hou 
Lincoln 12 ~~_~*'| ‘NE Wal | K-s Her | Cha Ex | Mot-M Cas | VS VS | _— Hal Hal Tri | No_ _Gen Gen | — Hou 
Marmon 8-125 NE | Mot-M DR | Cha DR | Mot-M Cas | — —|°* — Eat Eat | — *Gab 
Marmon 16 | AC_uag ag | Mot-M_ DR | Cha — | Mot-M Cas | — = j* ~|— —!— | mat Eat | *Hou 
Nash Nine 60 | Ste No | K-S Her | AC  USL|K-S No | Tern —|° **|** Opt | No | Bad Bad tMotow Del 
Nash Nine 70 | Ste _ | K-s Her | AC USL | K-S No | VS —|* ee} ee Opt | No Bad Bad 'tMotow Del 
Nash Nine 80 | Ste o| K-S Oak | AC USL | K-S No | VS —j|°* ** | ** Opt | No | Eat Eat +Motow Del 
Nash Nine 9 =O Ste ous | K- s_ __DR | AC Ex | K-S Cas | VS =—_ | ® Cor ‘ic Cor _ Opt | No 7 Eat Eat *Motow _ Del 
Oldsmobile F 32 | AC = | AC BS | AC DR|AC Yes | Tern No | Duc Gui | Gui No|— |Own Own | | |K-H  *Lov 
Oldsmobile L 32 | AC o | AC BS | AC DR | AC Yes | Tern No | 9 | Due Gul | Gui No} — Own Own | K-H *Lov 
Packard Stan. 8 | NE Tas | K-S Yes | AC Pre | Mot-M Cas | Yes Yes | Own Hal | Yes LOF | No Cen Cen | MotoW. *Del 
Packard DeL. 8 | NE Jag | K-S_ Yes | AC Pre | Mot-M Cas | Yes Yes | Own, Hal | Yes LOF ! No ! Cen _Cen i. Motow _ *Del 
Peerless Mast.8 | AC Ster | Mot-M Yale | Cha Wil | Mot-M Cas | GR No | Val’ Cor | Cor Dup;— | Eat Eat | Day Gab 
Peerless Cust. 8 AC Ster | Mot-M Yale | Cha Wil | Mot-M Cas | GR No ! Val Cor | Cor Dup/|— (| Eat Eat | Day Gab 
Pierce-Arrow 54 | NE Borg | K-S Her | Cha Wil .K-S Gas|— Wood |— Gui| Gui Dup|No | Eat Eat |K-H “Del 
Pierce-Arrow 52 | NE Borg | K-S Her | AC Wil  K-S Cas | — Wood | — — — Dup! No Eat Eat | K-H *Del 
Pierce-Arrow 53 | NE Borg | K-S Her | AC Wil |! K-S Cas, VS —|— —|— Dup! No Eat Eat | K-H *Del 
Plymouth | NE =| Yes Sha AC wil | — —l— —| Duc Cor|Cor —ji— | Gen Gen |i “Del 
Pontiac 6 — —|— —| AC =—|— a —]Duc —|— —|- /-— —|— *Lov 
Pontiac V-8 —_ —_|— — !| AC —{|— — | — — | Duc —-{|— —|— _ — | — *Lov 
Reo Royale 8-35 | Ste Elgin | K-S DR | Cha Wil| AC + Cas | Yes No | f Gui | Gui +|No | CG CG | Motow Del 
Reo Royale 8-31 | Ste No | K-S DR ! Cha Wil | AC Yes | Yes No | f Gui | Gul — | No CG CG | Motow Del 
Reo 8-21 | NE No | K-S DR | Cha Wil | K-S No | No No | — eo} No | No CG CG | — Del 
Reo 6-21 | NE No | K-S DR | Cha Wil | K-S No | No No | — ie No | Ne CG CG | — Del 
Reo 625-825 | | Ste — | K-S DR | Cha Wil | AC AC Yes | Yes No | t ise | Gui +!No 'CG CG | Motow 
Keckne 6-65 | AC Noj|K-S — | Cha Wil | K-S — | Yes No | * Cor | Cor No|No |Cen Cen |K-H Hou 
Keckne 6-75 AC No | K-S — | Cha Wil | K-S — | Yes No | * Cor | Cor Opt! No ‘Cen Cen! K-H Hou 
Studebaker 6-55 | Ste No | AC DR | Cha Wil | Ste No | — —|°* Cor | Gui Yes|No ;— —|K-H Hou 
Siudebkr Lict. 62 Ste No | AC DR Cha Wil | Ste No |— om} S Cor | Gui Yes | No | — — | K-H Hou 
Studeb’r Com. 71 Ste No | AC DR | Cha Wil | Ste No | — —i|* Gui | Gui Yes ; No ~~ ni) a *Hou 
Studeb’r Pies. 91! Ste Borg | AC DR! Cha Wil | Ste Yes | — —|* Gui} G | Gui Yes | No | — ant: oan “Hou 
Stutz LAA | Ste Wal | Mot-M DR | Cha Pre | Mot-M Cas | No Lin *Val *Ind Cor Dup | — Buck Buck | Motow Gab 
Stutz MA | Ste Wal Mot-M Her | Cha Pre | Mot-M Cas | Lin Lin |*Val *Ind | Cor Dup | — Stan Stan | Motow Gab 
Stutz MB | Ste Wal Mot-M Her | Cha Pre | Mot-M Cas | Lin Lin |*Val *Ind | Cor Dup ! — Stan Stan | Motow Gab 
Stutz DV 32 | Ste _ Wal Moi-M Her | Cha Pre | Mot-M Cas ! Lin Lin |*Val *Ind | Cor Dup | — Stan Stan | MotoW Gab 
Willys-Over. 6-90 | NE Noj| Yes Aut-L | Cha USL | No No | No —|— —|— Opt|No ; — ag re aaa 
Willys-Over 8-88 | No No | Yes Aut-L Cha USL | Yes No | No -—-|- —|{— Opt| No: — —|— Mon 
Willys-Knt. 66 D | No Wal| Yes Aut-L Cha USL | Yes Yes | — —-|- —|— Yes!No — —|— Mon 
Willys-Knt. 95 | No No | Yes Aut-L | Cha USL | Yes No | — —!|- —-|— Out|No — tan Mon 

HEAT INDICATOR *Using both Hal) or Guide. 


KEY TO ABBREVIATIONS 


USED IN THIS TABLE, 


SPEEDOMETER 


AC—AC Spark Plug Co., 


Flint, 


NE—North East Appliance Corp. 
Ste—Stewart-Warner Speedometer Corp. 


Var—Various makes 
CLOCK 


Mich. 


Borg—The Geo W. Borg Corporation. 
Elgin—Elgin Watch Co 


Jag—Jaeger Watch Co., 
Ster—Sterling Clock Co., 


Thom—Seth Thomas Clock Co. 


Wal—Waltham Watch Co., 


*Optional. 


FUEL GAUGE 


AC—AC Spark Plug Co, 
K-S—King Seeley Corp., 


Flint, Mich. 


New York city. 
La Salle, Ml. 


Waltham, Mass 


Ann Arbor, Mich. 


Mot-M—Moto Meter Gauge and Equipment 


Corp, Long Island City, N. Y., 


LOCK 
Aut-L—Electric Auto-Lite Co., 
BS—Briggs-Stratton Co, 
Ele—Mitchell Specialty Co., 


Crosse, Wis 


Pa. 


DR—Delco-Remy Corp., 
Her—Hershey Mfg. Co., 
Oak—Oakes Products Corp., 
Sha—Shaler Lock Co, 


Anderson, 
Chicago. 


Yale—Yale & Towne Mfg. Co. 
SPARK PLUG 


AC—AC Spark Plug Co., 


Flint, 


and La 


Toledo. 
Milwaukee. 
Holmesburg, 
Ind. 


Chicago, Il. 
Milwaukee, Wis. 


Mich. 


Cha—Champion Spark Plug Co., Toledo, O 


BATTERY 


DR—Delco-Remy Corp. 


Ex 


*Various 


makes—Exide, 
Remy and USL, 


—Electric Storage Battery Co. 
Nat—Nationa) Lead Battery Co., 
Pre—Pres-O-Lite Co., 


st. 


Paul. 


Indianapolis, Ind. 
USL—USL Battery Corp. 
Wil—Willard Storage Battery Co. 


Willard, 


Delco- 





Mur—Murphy Varnish Co., Newark, N. J. 


AC—AC Spark Plug Co., Flint, Mich. 

K-S—King Seeley Corp., Ann Arbor, Mich 

Mot-M—Moto, Meter Gauge and Equipment 
Corp., Long Island City, N. Y., and La 
Crosse, Wis. 

Ste—Stewart-Warner Speedometer Cor 

Ster—Sterling Clock Co., La Salle, Il. 

CIGAR LIGHTER 

*Cigar lighters in many cases are optional 

equipment, and are not standard on all 


models; the names of lighters shown in- 
dicate the makes supplied to various car 
makers 
Cas—Casco Products Corp., Bridgeport. 
Conn. 
NE—North East Appliance Corp., Roches- 
ter, N. Y 


SMOKING AND VANITY SETS 
GR—Grand Rapids Metalcraft Corp. 
Lin—Linden. 

VS—Van Sicklen Corp., Elgin, Il. 

Tern—Ternstedt Mfg. Co., Detroit, Mich 

Cuno—Cuno Engineering Corp., Meriden, 
Conn 

Wood— Woodcraft. 

*Various makes. 

BODY FINISHES 
Ditz—Ditzler Color Co., Detroit, Mich. 
Duc—E. I. du Pont de Nemours & Co., 

Philadelphia. 
MIM—Pittsburgh Plate Glass Co. 


i 
Rin—Rinched Mason Co. 
Val—Valentine & Co., New York city. 
*Various lacquers used. 
tUsing both Ditzler and Pratt & Lambert 

STOP AND PARKING LIGHTS | 
Cor—The Corcoran-Brown Lamp Co., Cin- 
cinnati, O. 
Gui—Guide Lamp Corp., Anderson, Ind. 
Detroit, Mich 


Hal—C. M. Hall Lamp Co., 
Connersville, 


Ind—Indiana Lamp Corp., 


Ind. 
JB—The Jno. W. Brown Lamp Mfg. Co., 
Columbus, O. 








**Using both Corcoran and Brown. 


SAFETY GLASS 
Sec—Security, product of General Motors 
Tri—Triplex Safety Glass Co. 
LOF—Libbey-Owens-Ford. 

Dup—Duplate Corp. 
Indestructo—Indestructo Glass Co. 
Opt—Optional 
**Using both LOF and Indestructo. 
tExtra equipment 
HEATER 
Kel—Kelch made by Grand Rapids Metal- 
craft Corp., Grand Rapids, Mich, 
BUMPERS 


ASP—Alloy Steel Products 

Bad—Badger Mfg. Corp., Milwaukee. 
Bif—Biflex Corp., Waukegan, Ml. 
Buck—See Cen. 

CG—C. G. Spring and Bumper Company 
Cen—Centra!l Brass & Fixture Co., Spring- 


field, O. Also makers of Buckeye bump- 


ers. 

Eat—Eaton Axle and Spring Co., 
land, O. 

Gen—Genera! Spring and Bumper, Detroit. 

Stan—Standard Stee] Spring Corp. 

tExtra equipment. 

*Optional. 


Cleve- 


WIRE WHEELS 
Budd—Budd Wheel] Co., Detroit. 
MotoW—Motor Whee! Corp., Lansing, Mich. 
Day—Dayton Wire Wheel Co., Dayton, O. 
K-H—Kelsey-Hayes, Detroit, Mich. 
tUsing both Kelsey-Hayes and Motor Whee] 
Corp. 

fNot standard equipment. 

SHOCK ABSORBERS 


Del—Delco Products Corp., Dayton, O. 

Gab—The Gabriel Company, Cleveland. 

Hou—Houde Engineering Corp., Buffalo. 

Mon—Monroe Auto Equip. Mig. Co., Mon- 
roe, Mich. 

*Equipped with ride control. 





TORONTO PLANS SHOW 
LATE IN FEBRUARY 


Toronto, Canada, Jan. 30.—In- 
spired by success of Montreal motor 
show, Toronto trade interests are 
planning holding motor show here 
in Automobile Building of Canadian 
National Exhibition. 

Date is likely to be around end 
of February or beginning of March, 
but hinges on date at which new 
Ford models will be on show. 


JONES BUYS OUT KULLMAN 
IN WICHITA, KAN. COMPANY 
Wichita, Kan. Jan. 30—F. E. 
Jones has taken over all the in- 
| terest of H. C. Kullman in Kull- 





man-Jones. The company, which is 
distributor for Kelly - Springfield 
tires and Prest-o-Lite batteries, also 
maintains a complete automotive 
one-stop service. The Kullman- 
Jones Company was organized in 
1925. For the time being it will 
operate under the present name. 


NAME SHEA REPRESENTATIVE 

Wichita, Kan., Jan. 30.— James 
Shea has just been appointed as 
special factory representative of the 
Graham-Paige Motor Corporation, 
with headquarters in Wichita. 
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CHRYSLER UNITS STAGE 
SPECIAL EXHIBITION 
AT CONGRESS HOTEL 


(Continued from Page 1) 


which can be stopped at any time 
by the attending lecturer. 

The Chrysler display in the Bal- 
loon Room comprises sixteen models 
of the four chassis types produced 
by this manufacturer. A separate 
exhibit is being held by Plymouth 
in the Pompeian Room in addition 
to the showing of these models in 
the Dodge and Chrysler spaces. 


De Soto is displaying ten body 
styles in the lobby of the hotel. 
Executive headquarters for trans- 
acting business with dealers have 
been set up in the Florentine Room, 
where officials of the various 
Chrysler units are in charge. Ad- 
joining this are the used car pro- 


and headquar- 
Motor Parts 


motion department 
ters of the Chrysler 
Corporation. 

Early returns on attendance at 
the exhibits are declared to be grat- 
ifying to the executives of eaeh di- 
vision, who report unusual inter- 
est on the part of the crowds in- 
specting the new lines and listen- 
ing to dissertations by the lecturers. 


1 60 CUSTOM MODELS 
DISPLAYED AS SALON 
IS OPENED AT DRAKE 


(Continued from Page 1) 


witness this distinguished event be- 
ing held once more simultaneously 
with the national automobile show 
at the Coliseum and rather a 
novelty for it to have N. A. C. C. 
and Chicago Automobile Trade As- 
sociation co-operation. 

In one respect the major expo- 
sition is taking a page from salon 
tradition by remaining open on 
Sunday. 

Two automobile manufacturers, 
Cadillac and Packard, which did not 
exhibit at New York, are showing 
their wares at the Chicago salon. 
The other domestic motor car 
makers exhibiting are Chrysler, 
Duesenberg, Lincoln, Marmon, Siutz 
and Pierce-Arrow. In addition, 
there are Lancia, Minerva, Isotta- 
Fraschini and Rolls-Royce among 
foreign makes. 

The body builders include Brew- 
ster, Brunn, Dietrich, Fleetwood, 
Hayes, Judkins, Le Baron, Murphy, 
Waterhouse, Weymann and Wil- 
loughby. 

Not only are many new types of 
art and luxury of exterior as well 
as interior on view, but in many 
instances they are considered of the 
sort that will gradually find their 
way later into standard body pro- 
duction, at least if history is to re- 
peat itself. 


CASTER IS APPOINTED 
DISTRICT SALES HEAD 
BY CINCINNATI MILLING 


Cincinnati, Jan. 30.—J. E. Caster 
has been appointed to manage the 
newly opened Pittsburgh office of 
Cincinnati Milling Machine and 
Cincinnati Grinders, Inc., 

Last September he was appointed 
manager of the Cleveland office, 
which position he will hold in addi- 
tion to his new work, 

Associated with Mr. Caster in the 
Pittsburgh office, with headquar- 
ters at 2737 Koppers Building, will 
be Karl G. Keck, Car] G. Liljeberg, 
R. S. Hohnhorst and E. M. Levine. 


VALVOLINE OIL SEEKS 
NEW SALES SLOGAN 
Cincinnati, O., Jan. 30.—By offer- 
ing a free trip for two people to 
Paris, London, Rome or Honolulu 
as the first award in a nation- 
wide slogan contest, the Valvoline 
Oil Company, Cincinnati, O., hopes 
to secure a new, original and ap- 
propriate slogan for its Valvoline 
Motor Oil. 


P. O. B. MFG. BRANCH 


San Francisco, Cal., Jan. 30 
(UTPS).—P. O. B. Manufacturing 
Company, Cincinnati maker of 


automobile accessories, has opened 
a branch at 494 Bryant St., San 
Francisco, with N. M. Terry as 
Western manager. 




























QUARTER TOPS ANY 
YEAR'S BUSINESS IN 
HISTORY OF BENDIX 


(Continucd from Page 1) 


business is certain to benefit other 
lines.” 

Progress of the company during 
the past year is evidenced by fact 
that eighteen of twenty-seven more 
popular makes of cars at the Coli- 
seum show are fitted with one or 
more of the three revolutionary de- 
vices placed on the market by Ben- 
dix in past six months—automatic 
clutch, automatic starting and auto- 
matic carburetor choke. Hardly a! 
pasenger car displayed at the show 
is without at least one of the Ben- 
dix automotive products as standard 
equipment. 

A feature of the company’s dis- 
play in the accessories section is the 
appearance of an automobile carry- 
ing fourteen separate Bendix prod- 
ucts. 

It is expected that Bendix earn- 
tags for 1931 will be nearly double 
the 56 cents a share earned in 1930. 


WEATHER PROVES 
FAVORABLE FOR 
CHICAGO OPENING 


(Continued from Page 2) 


in keeping the show open Sunday 
is being repeated, the success of 
the idea being best expressed in the 
words of S. A. Miles, who stated 
that the Sunday crowd in 1931 
brought the second highest daily 
attendance during show week. 

Commendation of the decorative 
scheme within the Coliseum was 
freely given. The motif is that of a 
conservatory, with special attention 
devoted to a bright illuminating ef- 
fect that would best present the 
new cars and accessories on dis- 
play. As heretofore, the biggest 
throngs gathered about the more 
animated type of exhibits, where 
cutaway chassis in motion attended 
by lecturers reigned. 


AGGRESSIVE CAMPAIGN 
PLANNED BY FRANKLIN 


(Continued from Page 1) 


Goodhart, advertising manager, and 
E. S. Marks, chief engineer of 
Franklin, and William H. Leininger, 
vice-president of the United States 
Advertising Corporation. 

In advance of the luncheon it 
became known that the company’s 
advertising campaign for 1932 to be 
outlined by Mr. Goodhart will be 
one of the most aggressive launched 
by the company in the past ten 
years. A feature of the affair will 
be that after Chief Engineer Marks 
has discussed the technical points 
of the new Franklin line Bill Lein- 
inger will translate his message 
from engincering terms to language 
easily understandable to the sales- 
men and average motor car owner 


NEW FORD EXPECTED 


IN CANADA IN MONTH 


(Continued from Page 1) 


a limited number of each model is 
available. 

Latest information 
automobile circles would 
that the long-heralded new 
will make its appearance in the Do- 
minion during the last week of Feb- 
ruary. While no official announce- 
ment has been made, the postpone- 


in Canadian 
indicate 


ment of one week in the Toronto} 


automobile show dates to March 8, 
would seem to point to the expecta- 
tion that the new model will not be 
out before the end of the coming 
month. 


NEW CATALOGUE COMPILED 
BY ALUMINUM INDUSTRIES 
Cincinnati, Jan, 30.— Aluminum 
Industries, Inc., has compiled a new 
bolt and bushing catalogue which 
includes all Numbers of Permite 
bushings, spring bolts, tierods and 
steering knuckles. The catalogue, 
complete in every detail, contains | 
sixty pages of listings and is being 
mailed to the Permite jobber or- 
ganization and to all other jobbers 
upon request. 





model | 
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CUMULATIVE NEW PASSENGER CAR 








Figures in this table are from R. L. Polk & Co. of Detroit, with the nttien 0 Giee s of Illinois, which are supplied by the Robinson Advertising 
Some of this data has becn published previously, but it is given here complete for the convenience of our subscribers. Readers desiring 


In this table 41 states and the Distrite of Columbia 






States 





Cadillac 


Chevrolet 








De Vaux 








Returns for today: Cali 


Graham 
Hupmobile 




























































































































































































































































































































































































Alabama | 3} 1 38 331 | 12 | 4| | 12! | 5 141! | 9 5 
Arizona | 4] si 31 T_is|_ 4. |S Ce ae cog 1 . 
Arkansas | | | 2 | 12| | e a I 2| | | 19 ai a a 
California | 54| 7 581 35| 1661 T ~ 106/ 3) 170| 45 | 184| "24| 29| 1056) 9] 58 36) 47) "20 
Colorado | 9| 58) ~| ~ #«<I8lf «13 | 6| 1j 14] 3} BS sd1877] ‘3 18 7 acs 
Conn. | 15, + 1| 146 lil 356) ~—«21 3] 24) 5] 25) l 18, «147 5| 13 7 12) 3 
Delaware| | | 3% 2 92] 7 | 3 2| 4) 349 | 1 | 1 
Florida | 11| 2; *157 3,694] 51 2| 5| 3 | 33| 1 31, «474 3] 24 24 8 
Georgia | | [2a OY ; 3 |__| 109) | a 1| i 
Idaho ‘| | 1 % | a gC 2| 3| | 153, | | ] 
Illinois ‘| 39| 1; 240 51; 623] 53| 7 40) 4] 54| 2 42; «448; 14] 22 19) 17 40 
Indiana | 14 1; 139, #«+3| + #«GI5| §©25 2; «44 3)» 32) 1| 38| 376 13] 18 20 a 
Kentucky | = 7 1 39 2; «452 | 31 2| 21) 4] 20) 4, 15; 195) 3] 8 3 ae 
Louisiana | 4 65 1] 492] 17 | 12] 1] 23 | | 251 1| 6 | ee 
Maine | 5 l 26 2 50 | 1 | 1| | 2 1| 15[ 41 | 6 l 1 
Maryland | _11| 93 7 =«‘T4ili 31 2| 9) | 27 4| 26, «274 5| 8 10, 8 4 
Mass. | 22). #«©\1| 311; ii! 488) #31; #&5| 2, ~©€©6T))TCSCOS 3) 89; «389! 12] 10 30) 165. + «23 
Michigan | 19, = 2, ~=S652, S44) «= 2081] S52, 3] S73] 77 14,104) 753} | 4 48 43} ~=s«14 
Minnesota | 6| 72 3, 489); <se| tC eT 3| 5] 234) jy Ff hy 8 
Missouri | 19| | 123 9 781f_——3| 3 33 4| 34| 6| 27; «430; 25 | 18 10 13} 5 
Montana | | «| #«+311,  #| wy | | eo 1| 1 | 22| | | 2 1 
Nebraska | 2 i 44) ~—s|_—s 278 5 ae | 1 7| 1| 3; «161 | 2 3) 2| 
Nevada {| #2:| #| O§}F i iy 4 | 27.4 23] | .-. = = 
N.Hamp. |_| meer 1; 19)_~—S 8 | 1 | 2| 1] —s«33 | 1 Ss ow 1 
N. Jersey | 16 1, 319 38, («927,72 3) 37 10] 63 19| 46; «409 11} 26 is} lc ti(‘i‘O 
NewMex.| | | 23, | 8] 4 ~ . -.. 2 | ks tee 
N.Ca’lina | 9)  (5| (115, = 3|_—Ss 87247 | 10) 4| 42| | -— —_— as. 2 10| be 
ST ca I ll ac a eel 
Ohio | 57] 8 ~=s«416 28; 2381] +=—:136 8, «167 19] 118,33; 113|__1582) 58] 67 49 57, «dG 
| Oklahoma] -2.~~~|~S=«CS*SS’SSYS«S 19| 1| 4 1} —_— : 2 | a a ce q 
Oregon | | So] 2a, iezy——it;C $C] Ca 
Penna. | 92| 8 «932 100; 2679} —~—=«=279 12 135; 30} 195, 25; 141; 1836, 149] 120; 67, 94; 45 
Rhodelsile| 8  #£=»| «4159 £47 136 +I §€6| CU U8YUClUCULCUTULUClUhU!LUlUYLCUDUUCUT 3,sié‘a2 
S.Caroling) 7 #«5$1, £4.33 &«| se6f io 7 °° &&f ia) | 7 4197 | 2 1| 2 
So. Dakota| | Vf wm | # ef | { 4 Oo . -. . lu 
Texas | 10 4/280 3| 1783] 68 l 39| | 67 1 26; 1112 2| 21 12 17| 3 
Utah’ cs iB alt ~ | | 1| 4| 1; 2) 3 33| | 1 a... ho 
Vermont | | l 17 30 | 4) | 2 1| 3| 5 38 | 7's 
Virginia | 15 2 ~«7 4, 637] 45 2, ~—Cté«S | lj +37) 5) 34,569) | 10 20 21 2 
West Va. | 12) 2; «2 1; 365] 34 1| 19) 3] 26 ij «15; ~~ s:192 1} 10 ii 10 a 
Wisconsin | —_11| 198 14 703 | 44 ] 30 9} 51) 6) 25 330 4| 15 24° 1 7 
Dis. of C. | | | | 3} 3 
Totals [ 492 50| 5654; 393; 22892] 1334 56] 1042! 181] 1332} 171; 933) 13513} 328] 572; 485) 471 215 
Ala.,’30 |_| 6 62 7; 446] 16 14 | 22 | 13| 399 | 19 11| 14| 5 
Ariz,’30 | | 5, 247 4/ Jiij 4 | sc. tae see = a 4 «oo 
ark., 1930 |~ | | 22| 4 | 1 | 2| 1| l 28; | l ] 
Cal.,’30 | 58] 54 638/113; 2518] 194, 8] 138] | ~S280|_~—181]~——132) 3205] ~~ 30101 ~—S—«i62 47; «4 
Co's | #+| #8 48, 4 +195) #+«3&3gs =6L|ClUlCUCU™!™!™!™CUTCUC«tCGTt~C“ié‘éaY:C*«CG 4, 16 &4«2»9~ #243 2 
Conn.,’30 | 9 «4 + # «+90; 22] 337) 37 ae |} 45 £44) #46) 293) 4). —=SsS 31 20| 5 
Del.,1930 |_| 1 26 5 105 | 9 | 1| | 3 5 14 123| 1| | 4| l 3 
Fla,1930 | 5 21 113 20; 1053] 60 4 18) { 36 4 66; 1017 14| 41 34 14| 7 
Georgia,’3q | 6 OU6y~TSCé«SDD 2 «2143)—C=<i«i‘ | 1| | 3) I 2; «170 2). #4 2 6 
Idaho,’30{| =| >| 7 | ‘af  §i l js; §@6€6«& 8) a ns) T 4° ] 1| : 
1.,1930 | _189) 2° ~«-139/~=Ss«S 2; S703] ~SC«B 9 «30 | 94 10 94 804 °&#&«516) 37 35 22| 40 
Ind.,’30 | 3 #+x+8 so | 9 S37)—“‘czQ; C8] 8 30CtC«‘k|SCi‘éSA)“C <‘‘CSC“CSA)*O#*;~;«é as|;=i‘<i‘iéstys«~®™CSC~C<‘t«‘ SS 
Ky.,1930 | 10 6 35) 4| 445] 25 1 11 | 32/ 7 43; 386 3| 17 18 ll 2 
le, | #| @q 38 4, 455| «16 1| 17] | : -.e=_ =. “4 7 2 
Me.1930 | | sf 9 1 43 | 6 eS oa. l 13,40) 1| i. 7 
Md.,1930 |  ——~*5| 7, wa it ww ws st 2 | 26,7 OT—CtTYCSS 26 9 8 
Mass.,’30 |  3| 17 138; 30| 578| 59 1| 20 . | 8 8 «143,764, ——i32YSSCiH tCT]SC“‘ |OC~*«@ 
Mich.,’30 | _79) 17,338 «64|_——«1933| 62 [32 173) 26,278; 2133, 4] 45] 143] 85] 7 
Minn.,’30 0 | Sa] SOYA i » a a | 22 16 4| 4 
Mo.,’30 | 1 5| 128 21; 933] 29) 2 12 | 63/ 11 44,784 6| 31 11 17 13 
Mont.,,30 | | 2 l 38 | 2 | 1| | l 1| 1| 27 1] 1 l i 
Neb., 1930 | ] 3 60 2; «548 | 33 1 6| | 52 5| 14,512 1| 7 6 —~CS~SB 
Nev.'0 | | | | 2 sof 4 a ee ee ae 7 4 47,—=<Ci«‘“*!;‘(SCs A Pa 
N.H.,’30 | 1 1 8 1 25 | 1| | 2| | 1 2 2 43 2| a 
iN. 5.1930] 6 3 73] 21; —«256| 39| 2| 12; | 36 10| 33; «243 5| 9 10 11| 10 
N.M.’30 | =) —3|_ 33, 8} SOY a. © 10 6| 4 111. | | r 1 
N.C.°30 | 4 8 79 5| «919 | 44 1| 17 | 57 5| 68, 903 3| 8 26, 2| 2 
stl - . 1| i ee oe i l 7 
Ohio,1930 | 128 19, 324 52; 2737{ ~=—-:135! 4 133 { 185) 68} 319' 2928 23 | 97; 170,67 24 
Okla.,’30 | 1) 8 70| sj Gia]; se | | 47 l 8 426 | 4| lii 7 4) 5 
a 3 CC T te a ea . 9| 4, 242 4} «ii 4| 2| 
Pa.,1930 | 61 25, —«487 66, 2395| 257, 160 | _239) 64, 323, ~—«-2173) 29," 117, —~—~=«120 69) 48 
R.Isle.,'30] 3 36 6) 107) 19) TT 19} | 8| 3| 24, —«150| 5] 2 8B) 6| 5 
8.C,'30 | | 1 27 [412,25] | 14| { 17| | 15, 4211 | 2) 7 a 
So. D.,’30 | yO 1 7| 3 l 1| | 14| 6 1; 110 1} 2 1| 7. 
‘Texas, 30 Df} ~ 10 27| 319| 27, 2477, «104 2| 59| | 164) 20; 69; 1902 10| 35 21 Ce Cj 
Utah,30 | | YT iw 3 #4 6©6hUTC 7,  # wow i) WF ey 32 4, 4) 1| 1 
= 1930 | a 17| a) | | | 2) 1| 13) 51| =x 2. - l 
Va.,1930 | ‘10, 2 79) 4, 707| 48 1| 34| | 40, 10| 51, 665 2| 2% 20 24 12 
W. V.,’30 | 2| 4 33 3, 404] 29 | 12; | 49) l 37; 334 | ll 14 7 4 
Wis..’30 | «6 4 107/ 11 754 | 47 3| 25 | 73| 14,50} Ss«8B3 1| 17 a ce 
D. C.,°30_ 7| 1| 46 5| 236 13 | 6| 27| 4 20 341 6, 13 °®©6 7 
Totals,’30 |  607| 270; 3946, 607! 25230] 1561| 50| 938 *} 1891) 532) 2126] 24928} 233] 774; 1061; 508] 328 





*Not in production at that t time. 


+Two weeks’ report. 
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Service, Springfield, Il., and New Jersey, which are furnished by the New Jersey Motor List Co., New Car Division, Trenton, 


fornia and Colorado 








































































































































































































N. J. 
county, city or town lists, or lists of owners in any given section may obtain these by addressing any of thcse three companics. 
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| OKLAHOMA BANKERS 
FEEL THEIR DEALERS 
ENTITLED TO CREDIT 


(Continued from page 12) 


tience will see 
back. 
Dealers can benefit from the con- 
ditions arising from necessary re=- 
placements and purchases even now, 


in, who said some 


their business come 


| people are going to buy new cars, 
and other people can afford to buy 
them, especially if their income is 
derived from government bonds or 
other revenues not reduced very 
much in the last few years 
So far as general business condi- 


|} as good condition as 


| stuffs in the sta 


| tures: 


} tions are concerned, Oklahoma is in 
any other state, 
out there an 
feedstuffs and focd- 
te today. Live siock 
is doing well on winter wheat pas- 


he said, pointing 
abundance of 


1s 


the winter so far has been 
mild, and there were four and a 
half inches of rain in January. He 
told of making an automobile trip 
through western Oklahoma last 
| Sunday and sceing farmers in the 
fields, plowing for new corn, right 
|in the middle of the winter season. 
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| sity for 


Oklahoma City, with its loc: 
in the center of the state, and with 
huge oil field next door in 
g00d condition, Hogan declarec 

He declared the present 
tion, with an abundance of 
modities in Oklahoma, is 
pinch on prices, 
should never 
effective leadcr 
fairs. 


DECEMBER’S OUTPUT 
IN U. S.-CANADA TOPS 
NOVEMBER BY 76% 


ition 
a 


Sllua- 
com- 
just a 
a condition which 
have occurred with 
ship in national] af- 


(Continued from Pace 


graphic survey conducted by Auto- 


|motive Daily News have placed the 


January output in the neighborhood 
of 100,600 to 110,000 units, or slight- 
ly below the December mark. 

The detailed report of December 


production, as announced by the 
Department of Commerce today. is 
as follows: 
United States 
POSSOENSCr COLTS ...cccccseres £6,753 
pi ee ree 1,144 
Commercial carS ...-..ccese 23,636 
Total s 121.533 
Canaca 
PRSSCNGCY CATE «20 scccccens 2.024 
| Commercial cars ....ccccoce 408 
NN re a Sete ae 2.032 
Total U. S. and Caneda.. 123.965 


GRAHAM “TALKIES” TO 
SPREAD SALES MESSAGE 


(Continued from Page 1) 


thusiastic over the 
corded their new Blue 


reception ac- 
Streak Eight 


land expect it to lead in establish- 


ing a sales record this ycar. They 
also believe their new improved #x- 
cylinder models will take care cf the 
company’s quota in the lower-priced 
field. Officials of Graham-Paige 
here for the show point to the fact 
that reaction of the public has al- 
ready been reflected in the neces- 
increasing factory output 
substantially over original schedules, 
Arrangements for Monday’s lunch- 
eon are in charge of the Bird Sykes 
Company, distributors in the Chi- 
cago area, who are this year ccle- 
brating their twenty-ninth year in 
the trade here, during which they 
have handled Graham-Paige cars 
continuously for the past twenty 
years. 


BECKERT APPOINTED DEALER 
IN DETROIT FOR NEW DODGE 
Detroit, Jan. 30.—Thomas J. Doyle, 

Inc., Dodge-Plymouth distributor, 

announces the appointment of Jack 

Beckert, Inc., as dealer for the new 

Dodge Brothers six and eight mocor 

cars, Dodge Brothers trucks and 

Plymouth motor cars. The new 

dealer organization has been in its 

present location at 5935 Grand River 

Ave. for eleven years, and boasts one 

of the largest retail establishments 

in the ‘city. 


AUTOMOTIVE DAILY 


Sensation of the 
Chicago Show! 


WILLYS-OVERLAND 


Silver Anniversary Models 


Willys-Overland Six 


for “Al5 and up 


World’s Lowest Priced Six 


2-passenger Roadster . . . . $415 
4-passenger Sport Roadster. . 595 
2-passenger Coupe 

4-passenger Coupe 

a ee oe 

a ae a a ae 


Willys-Overland Eight 


for ‘695 a dup 


World’s Lowest Priced Eight 


2-passenger Roadster. . . . $695 
4-passenger Sport Roadster. . 975 
2-passenger Coupe. . . . . 745 
4-passenger Coupe ) 


Willys-Knight 


for ‘745 and up 


A Record Low Price for a Knight Car 


2-passenger Coupe 

4-passenger Coupe 

Sedan 

Custom Victoria (model 66-D). 1145* 
Custom Sedan (model 66-D) . 1295* 


All prices f. 0. b. Toledo, Ohio 


These prices include Free Wheeling, Safety 
Glass, Bumpers, Six Wire Wheels with 
Tires, Ride Control—completely equipped 


HEADQUARTERS DURING 
CHICAGO SHOW 
PALMER HOUSE 


SIXES ano EIGHTS 
AND WILLYS-KNIGHTS 


415. 


Lowest Priced 
Cars in the World! 


Silver Anniversary Models 


Besides record low prices, our dealers have these other important selling 
advantages: Advanced free wheeling—Shatterproof safety glass— 100,000 
mile Silver Streak Motor in Willys-Overland models — Exclusive Twin Sleeve 
Motor in Willys-Knights — Speed, 70 to 80 miles an hour —Silent trans- 
mission — Quality finish, fine coachwork — Roomy interiors ~ Sound-proofed 


bodies— Velvet mohair upholstery—Larger brakes—Form fitting seats. 


Write or Wire for details of this profit-building franchise 


- WILLYS-OVERLAND, INC. 


TOLEDO, OHIO 





